


Automotive Pp ail 


Founded 1925 


The Trade Newspaper of the Industry 














Published Twice-a-Week 
_Wednesday and Saturday 


ene 








Vol. 20, No. 2219 


DETROIT, SATURDAY, JULY 27, 1935 


$6 Per Year, 10c Per Copy 





PAA MAPS 


Ullman Discovers 
Roses and Thorns 


In Trade Outlook 


Optimistic Report Follows 


p >—Oor < 
Are We Fiattered? 
Turner Turns 25 


Keller Guessed Right 
GM on Safety 


























Read the Ullman story which starts in the column to the 
left, Mr. Car Manufacturer, Mr. Sales Executive, Mr. Deal- | 
er and others who study automobile conditions. It’s the 
story of a trip from coast to coast, covering 8,500 miles of 
terrain, made by William Ullman, ADN’s Washington edi- 
torial representative, who made a most careful survey of 
all kinds of situations affecting the industry. Ullman is 
nationally recognized as an authority and writer on auto- 
mobile subjects whose powers of observation and deduction 
cannot be questioned.—CHRIS SINSABAUGH, Editor. 
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NNUALLY THE BOYS 

Wall Street have a lot of fun 
playing editors and publishing the 
“Bawl Street Journal,” burlesqu- 
ing the brokers’ bible in a merry 
way, with all the sting removed 
from the wisecracks printed in the 


parody. I have had many a 
hearty laugh myself while read- 
ing it. But now I can appreciate 
the feelings of my fellow-editor 
who is so close a reader of the 
“broad tape.” 

For our own Bill Callahan 
brings back from Pittsburgh, 
where he took in the annual 
meeting of the Pennsylvania Au- 
tomotive Assn., a copy of “Auto- 
motive Annual Views,” described 
as the “strictly unofficial organ 
of the 15th PAA Convention.” 
Unquestionably it is a take-off of 
ADN and we here in the New 
Center Bldg., Detroit, swell with 
pride a bit in the recognition 
given the Trade Newspaper of 
the Industry. We must be good 
to be burlesqued this way. 

And the column is not over- 
looked in this parody and its 
conductor chuckles over the 
Pennsylvanians’ interpretation of 
how it should be written. It’s 
headed, “Embers (Dead Sparks) 
by J. Crist Cinchbug.” Which re- 
minds me that I better get busy 
with today’s job of embering. 

oe * + 


AT THIS SAME Pittsburgh 
convention my cell mate ran into 
E. L. Turner, head of the Stand- 
ard Automobile Co. of Green- 

(Continued on Page 20, Col. 1) 


| The Top Ten | 


Passenger Cars 












First Ten in Registrations 
as Reported in ADN Today 









1935 ~—--- 1934 
Pos. Make Pos. 
1—470,204 Ford 282,178— 1 
2—-297,867 Chev. 254,248— 2 
3—204,553 Plym. 151,889— 3 
4— 92,871 Dodge 47,362— 4 
5— 76,821 Olds 32,469— 6 
6— 71,900 Pont. 39,614— 5 
7— 38,764 Huds.* 32,289— 7 






8— 32,389 Buick 28,949— 8 
9— 22,950 Chrys. 12,280—10 
10— 20,153 Stude, 21,7}4— 9 


*Includes Terraplane, 
Total All Makes to Date 
1,400,921 947,365 
See total registrations to 


date 1935-1934, pages 20 and 
21, this issue. 



















































8,500 Mile Trek; Says 
Dealers Need Aid 


By WILLIAM ULLMAN 


Washington, July 26.—Statistics 
dealing with the come-back of the 
automotive industry and trade 
have a way of being imposing 
these days, but to go out into the 
field and see what lies behind the 
statistics in the form of actual 
sales, busy showrooms and bust-: 
ling activity is to get the story in 
its most vivid and appealing 
guise. 

The writer has just returned 
from a trip of 8,500 miles during 
which he saw the story of auto- 
motive recovery unfolding in 
truly gigantic panorama. Not 
every element in the picture was 
pleasant, it must be admitted. 
There were some distinctly the 
reverse, but the residual effect of 
the survey is an unshakable con- 
viction that greater things than 
they have ever known lie not far 
ahead for the industry and allied 
and associated enterprise. 


Whatever the reason, and the 
writer makes no pretension of 
knowing it, general conditions ob- 
viously are better. One gathers 

(Continued on Page 3, Col. 1) 


















C. L. Day, Pierce-Arrow-Pontiac dealer, Pittsburgh, incoming presi- 
dent of the Pennsylvania Automotive Assn., is congratulated by G. H. 
Roth, Buick-Pontiac, Philadelphia, retiring president. 





Four Chrysler Chiefs Promoted 


GM Common 
Earns $1.17 For 
Second Quarter 


New York, July 26.—Alfred P. 
Sloan jr., president of General 
Motors Corp., announced today 
the following: 

“Net earnings applicable to the 
common stock for the second 
quarter ended June 30, 1935, were 
equivalent to $1.17 per share on 
the average common shares out- 
standing during this quarter. This 
compares with earnings of $.88 
per share for the second quarter 
of 1934. For the six months ended 
June 30, 1935, net earnings appli- 
cable to the common stock 
amounted to $1.85 per share on 
the average common shares out- 
standing during this period. This 
compares with earnings of $1.51 
per share for the six months 
ended June 30, 1934. 

“Net earnings available for divi- 
dends, including equities in the 
undivided profits or losses of sub- 
sidiaries and affiliated companies 
not consolidated, for the second 
quarter ended June 30, 1935, 
amounted to $52,219,467 compared 
with net earnings of $40,267,090 





for the second quarter of 1934.|K. T. Keller, new president of | be a foregone conclusion. 


(Continued on Page 7, Col. 1) 








Detroit, July 26.—Promo- 
tions given the four key men 
in the Chrysler Corp. and 
announced Tuesday by Wal- 
ter P. Chrysler himself, do 
do not surprise the automobile 
industry, for it is felt that these 
step-ups are well deserved and 
tend to strengthen an already 
smooth-running giant corporation. 

(Continued on Page 2, Col. 1) 





Chrysler Corp., seems well pleased, 





Business Plans 
Battle on “Tax 
The Big’ Levy 


Washington, July 26.—As the 
House Ways and Means Commit- 
tee this week approved a tax bill 
which included a graduated ex- 
cess profits levy as well as a grad- 
uated corporation income tax, or- 
ganized business was girding for 
a last-ditch fight against the pro- 
posed new burdens. 

Representatives of organized 
business and industry, it was 
learned, will appear before the 
Senate Finance Committee next 
week when hearings are opened 
by Chairman Pat Harrison, of 
Mississippi. These hearings, it is 
believed, will prove to be far more 
telling than those held by the 
House Ways and Means Commit- 
tee, especially in view of the fact 
that a definite measure now is 
available for consideration. 

That such representative groups 
as the Chamber of Commerce of 
the United States, the National 
Manufacturers’ Assn. and others 
will enter the most vigorous pro- 
tests against the “soak business” 
bill is considered by observers to 
More- 


(Continued on Page 11, Col. 1) 


AM 


Dealer Security, 
National Surveys, 


Safety Are Aims 
Endorses NADA Used Car 
Book; 800 Members 


Attend Sessions 


By WILLIAM C. CALLAHAN 

Pittsburgh, Pa., July 26.—Out- 
lining a program for 1936 in keep- 
ing with its past pioneering efforts 
to improve dealer profit possibili- 


ties the annual meeting of the 
Pennsylvania Automotive Assn. 
closed here Tuesday. Approxi- 


mately 800 dealers and distribu- 
tors from the state participated 
in the meeting and fully en- 
dorsed past efforts of its officers 
and their program for next year. 


In four concise, but important, 
resolutions the association set its 
course for the future. They were: 


Endorsement of the proposals 

to continue the used car guide 
now being, and to be, published 
by the National Automobile Deal- 
ers Assn., with the recommenda- 
tion that the book be issued every 
60 or 90 days and the cost to the 
dealer be materially reduced. 


Authorization for a committee 

to meet with manufacturers 
or their representatives to discuss 
methods for improving the dealer 
profit possibilities coupled with a 
resolution directing that motor 
car manufacturers be requested to 
make such changes or additions 
in their immediate contracts as 
will assure to efficient dealers an 
opportunity for profit commensu- 
rate with their investment. 


To press for a national survey 

of dealer operations to obtain 
factual data, Such surveys to be 
eonducted without cost to the 
dealer, from funds supplied by the 
government to provide employ- 
ment for idle “white collar’ men. 


Constructive efforts to reduce 
automobile accidents and fa- 
talities. To do everything pos- 
sible to decrease the emphasis 


(Continued on Page 4, Col. 1) 


The Top Ten 


Commercial Cars 


First Ten in Registrations 
as Reported in ADN Today 
1935 1934 
Pos. Pos. 
59,161— 2 
74,268— 1 
21,340— 3 
14,789— 4 
4,330— 5 
2,772— 6 
2,619— 7 
2,234— 8 
9— 983 Stude. 944— 9 
10— 928 Fed. 764—10 


Total All Makes to Date 
246,012 187,950 


Make 


Ford 
Chev. 
Dodge 
Intl. 
GMC 
Dia,.-T 
Reo 
White 


1—94,326 
2—81,205 


3—28,015 
4—23,597 
5— 4,845 

3,170 
I— 2,527 


8— 1,460 
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Chrysler € Changes Confined to Executive Group 


Personnel of Units Seen 


Unaffected By Shifting 


(Conti mabe from Page 1) 


These changes leave Walter P. 
Chrysler himself as chairman of 
the board and chief executive, but | 
they broaden the powers of the 
four executives whose promotions | 
have been approved by the Chrys- | 
ler board. K. T. Keller, who had 
held the title of vice-president 
and general manager of the cor- 
poration, as well as that of presi- 
dent of Dodge, already has taken 
over as president of the Chrysler 
Corp. B. E. Hutchinson, who had 
been vice-president and treasurer 
as well as chairman of the board 
of Plymouth, now is chairman of 
the corporation’s finance commit- 
tee, with H. A. Davies, former 
assistant treasurer, becoming 
treasurer. 

The fourth promotion is that 
of Fred M. Zeder, vice-president 
in charge of engineering, who 
becomes vice-chairman of the 
board. 





No Changes Seen 
While no official communica- 
tion has come forth from the 
office of the new president, it is 


B. E. Hutchinson, the man 
credited for the sound financial 
basis on which the Chrysler Corp. 
was founded. His leadership of 
Plymouth has played an impor- 
tant part in the present high posi- 
tion of that company in the 
low-price field. 


understood that there will be no 
changes of personnel among the 
various units. The changes made 
are only promotions for men who 
have well earned them and those 
executives who have charted the 
production and sales courses of 
the four units, Chrysler, Dodge, 
Plymouth and De Soto will con- 
tinue as usual. 

In announcing these promotions 
Chrysler, chairman of the board, 
pays high compliments to the 
contributions which these and 
other executives have made to 
the development of the corpora- 
tion. 

“These men,” he states, “with 
their associates, in the manage- 
ment of Chrysler Corp., have been 
chiefly responsible for the posi- 
tion occupied by the corporation 
today, not only in the automobile 
industry but as one of the lead- 
ing industrial enterprises of the 
United States. 


Lauds Leaders 

“As vice-president and general 
manager of Chrysler Corp., and 
president of the Dodge division, 
K. T. Keller has been responsible 
for the production of all Chrysler 
Motors lines, from the purchase 
of the raw materials to the fin- 
ished automobile. His exceptional 
manufacturing ability, his thor- 
ough knowledge of men, mater- 
ials and machines, his sense of 
organization and his comprehen- 
sive understanding of the opera- 
tions of the automobile business, 
are widely recognized not only in 
our company but throughout the | 
industry. 

“B. E. Hutchinson has been 
associated with me since the days 
of Maxwell Motors. The sound 
financial basis on which the | 
Chrysler Corp. was founded, its! 


continuing strength and prestige, 
and the conservative financial 
policies which have been so ef- 
fectively carried out, are due 
largely to Hutchinson. He dis- 
tinguished himself particularly in 
the early financing of the com- 
pany, in the negotiations leading 
to the purchase of Dodge, in his 
leadership of Plymouth to _ its 
present place in the low-price 
field, and in other important de- 
velopments in the corporation. 

“For Fred. M. Zeder, the great- 
est engineer this industry has pro- 
duced, I have had an affectionate 
regard as well as an admiration 
for his creative genius since long 
before the corporation was 
founded. He has been respon- 
sible for pioneering and develop- 
ing some of the most fundamental 
advances in automobile design 
and construction. 

Praises Engineers 

“In developing the original 
Chrysler car introduced in 1924 
I had the utmost co-operation 
from him and his associates, Carl 
Breer, Orin Skelton and their fel- 
low engineers. 

“Under the management of 
these men and their associates 
in the management group, notably 
J. E. Fields, head of the Chrys- 
ler division; Byron C. Foy, head 
of the De Soto; W. Ledyard 
Mitchell, in charge of exports, and 
A. C. Downey, Dodge trucks, this 
business has assumed its progres- 
sive character. They have de- 
signed and built our cars and 
trucks, financed our operations 
and marketed our products. It is 
time the public had an opportun- 
ity to know the men who really 
manage this business and I am 
happy to see them begin to get 
the recognition they deserve in 
these promotions. 

“IT shall of course continue as 
the directing head of the busi- 
ness.” 

Pay Extra Dividend 

These changes come right on 
the heels of the meeting of the 
directors of the corporation, held 
in New York last Monday which 
felt so elated over the showing 
made in the first half of 1935 thati 
it ordered an extra dividend of 
25 cents on the common stock to- 
gether with the regular quarterly 
dividend of 25 cents. Both dis- 
bursements are payable Sept. 30 
to stock of record Sept. 3. 

Reports made at this meeting 
show that for the six months 
ended June 30 the corporation 
and subsidiaries had a net profit 
of $18,659,309 after interest, de- 
preciation and Federal taxes. 


Called by Walter P. Chrysler “the 
greatest engineer the automotive 
industry has produced,” Fred M. 
Zeder, has been responsible for 
pioneering and developing some 
of the most fundamental advances 
in automobile design and 
construction. 


This compared with net profit for 
the similar period last year of 
$8,192,984. 

The profit for the six months 
was equal to $431 a share of 
capital stock. This was after a 
non-recurring charge of $1,507,525 

(Continued on Page 16, Col. 3) 











Sea Breezes for Commissioners 


TO mY BILE TRADE ASSOCIA 


OF. MARYLAND 


pacasaracoonessascasssnassas ei 5509 5 


This is the conference of Motor Vehicle Commission ers called July 16 at Ocean City, Md., 


by the Auto- 


motive Trade Assn. of Maryland. Front row, left to right: James P. Tierney, West Virginia; Walter 
R. Rudy, Maryland; Hon. Harold G. Hoffman, Governor of New Jersey; W. A. Van Duzer, District of 


Columbia; John E. 


Raine, general manager, Automobile Trade Assn. 


Back row, left to right: R. A. 


McLaughlin, North Carolina; D. Marshall Schroeder, Maryland; John Q. Rhodes jr., Virginia; William 


Lagay, New Jersey; Frank West, Ohio; L. S. Harris, North Carolina. 


International 
Plans $1,750,000 


Expansion Move 


Chicago, July 26.—Optimism 
over the future in truck sales, 
coupled with the proportions of 
the current demand for its com- 
mercial motor vehicles, were given 
today by the International Har- 
vester Co, as reasons for launch- 
ing upon an expansion in plant 
facilities involving an appropria- 
tion of $1,750,000. 

Of this amount, $1,000,000 is to 
be at Fort Wayne, Ind., and 
$750,000 at Springfield, O., in both 
of which cities the company op- 
erates truck factories. 

An official statement said that 
“the market for our new full line 
of motor trucks looks so sure for 
the future that it was deemed 
advisable to increase capacity to 
a point that will meet anticipated 
demand.” 

The International Harvester 
Co. is today the leading manu- 
facturer building a complete line 
of motor trucks, the statement 
continues. Its registrations are 
exceeded only by three firms con- 
centrating upon trucks of light 
capacities. 

Cited as a major factor in the 
mounting unit sales of the com- 
pany during the past year was 
the addition of a low priced 
half-ton truck. 

A breakdown of sales shows 
that the ratio of the company’s 
truck business normally is 75 per 
cent commercial and industrial, 
and 25 per cent agricultural. 


Va. . iaiiade Gain 
Richmond, Va., July 26 (UTPS). 
—The total number of passenger 
ears licensed in Virginia through 
June 30 reached 277,025, and has 
broken all records thus far for three 
months of registration, according to 
N. H. Smyth, auditor of the motor 
vehicle division here. 
During the first months of the 
1931 license year the total was only 
232,451; in 1932, 226,505; in 1933, 
221,508, and in 1934, 271,651. 


Pig Drives Matt 


Right into Slough 


Fergus Falls, Minn., July 
26.— Matt John, Heinola 
farmer, can cope with back 
seat drivers, he says, but 
when a pig squats on the 
accelerator—well, that’s just 
too much. 

Johnson and his two-year- 
old grand daughter were 
driving with a small pig in 
a sack in the front seat. 

The porker wriggled 
across the floor and squat- 
ted on the gasoline feed. 
The automobile speeded up, 
went out of control and 
overturned in a slough. 
Johnson and his grand- 
daughter were soaked, but 
otherwise uninjured. 

The little pig went to 
market—and did not come 





FWD Plans ee 
On 25th Anniversary 


Clintonville, Wis., July 26.—The 
Four Wheel Drive Auto Co. cele- 
brated its 25th anniversary with 
the announcement by Walter A. 
Olen, president and general man- 
ager, of plans for the enlarge- 
ment of the selling and advertis- 
ing activities. 


“Total business from all 
sources,” he said, “has increased 
70 per cent over total business of 
the previous year. We face the 
beginning of our second 25 years 
with plans for added impetus to 
our sales and advertising pro- 
gram. We have emerged from 
the recent down-swing of the 
business cycle with improved 
business prospects. Never in the 
25 years of operation has the 
FWD plant been shut down be- 
cause of strikes, labor troubles or 
lack of orders. 


“We will try not only to in- 
crease our sales but will endeavor 
to do further research in safety 
methods.” 


Maryland Assn. 
Convention at 


Ocean City 


Baltimore, Md., July 26.—With 
registrations approaching closely 
to the 200-mark and with the 
most imposing array of speakers 
ever presented on a Maryland 
dealer gathering program, the an- 
nual convention of the Automo- 
bile Trade Assn., which was held 
in Ocean City, Md., on July 15 
and 16, was unopposedly declared 
an exceptional success. 

Speakers list at the convention 
included Gov. Harold G. Hoff- 
man of New Jersey; Hon, Walter 
R. Rudy, commissioner of motor 
vehicles for Maryland; James P. 
Tierney, supervisor of transporta- 
tion of West Virginia; E. Allan 
Sauerwein, counsel of the Auto- 
mobile Trade Assn. and law part- 
ner of United States Senator Mil- 
lard E. Tydings; J. Reed Lane, 
counsel to the NADA; H. B. 
Matthews, vice-president of the 
Commercial Credit Corp.; Ottis 
Lucas, director sales promotion 
for Studebaker; J. W. Dineen, di- 
rector of sales and service sec- 
tion for General Motors; D. S. 
Eddins, president of the Plym- 
outh Motor Car Co., and Hon. 
William T. Elliott, mayor of 
Ocean City. 


John E. Raine, general manager 
of the Automobile Trade Assn. of 
Maryland confined the _ serious 
part of the convention into two 
business sessions, one on each day. 

An important phase of the con- 
vention was the conference of 
Motor Vehicle Commissioners held 
at Ocean City at the call of the 
Automobile Trade Assn. 

Commissioners from the various 
states affected by the recent 
breakdown in reciprocity between 
West Virginia and her sister 
states met at Ocean City during 
the convention as guests of the 
Automobile Trade Assn. in an 
effort to reach a satisfactory con- 
clusion that would effect a truce 
in the truck war. 
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Ullman Sees Industry Leading Recovery Parade 


Says Nation is Emerging 


From a Tragic Experience 


(Continued from Page 1) 


in such a journey that the coun- 
try has weathered a tremendous 
test of its endurance, that it has 
come out on the other side of a 
tragic, but enlightening and dis- 
Not all the 
way out, of course, but far enough 
that the remainder of the route 


ciplining experience. 


is visible. 


There are blighted areas in the 
economic waste- 
lands that will be a long time in 
the process of restoration to their 
resto- 
ration ever is quite complete. But 
are the exception rather 


United States, 


erstwhile estate, if, indeed, 


these 
than the rule. 


Autos Lead Way 
There are contrasting - 


business 


exception 


recovery. The universality 


automobiles. 


Like all ointment, however, this 
one has its fly. It would be grossly 
Na- 
tion’s automobile dealers as al- 
together happy in spite of the 
of 
names they are getting on the 


inaccurate to picture the 


vastly increased number 


dotted lines of order blanks. 


A Ghost Walks 


A ghost walks 
among them, 
used car which for 
kept the dealer’s busy days from 
being prosperous days. The Blue 
Eagle, for all its shortcomings, 
dealers everywhere will tell you, 
had the virtue of casting a 
shadow on the used car ghost. 
The problem at least had lower 
visibility in the days when there 
was a code and the noise of the 
chiseler was more subdued. 

Whether it worked or not, the 
code appealed to the vast ma- 
jority of dealers as laying down 
the principles of successful auto- 
mobile retailing. It was an of- 
ficial rule book. 

Now it is gone, wiped out, and 
there are growing misgivings 
based upon the concrete evidence 
that for all the efforts of local 
dealer associations to carry on, 
the lid is tilted dangerously on 
the used car price situation. As 
nearly as the writer could get a 
picture of the situation, from 
seven to ten per cent of the deal- 
ers have given evidence that they 
are glad to be free again to do as 
they please. 


Larger Centers 

In the larger centers, dealers 
point out, the competition is not 
merely with one’s’ immediate 
neighbor but particularly with 
the dealer in the suburban area 
and the nearby small town; the 
chap who figures to use his small 
overhead as his biggest ammuni- 
tion in the battle with his big 
city rival. 

There is wild trading on used 
cars, but not on the universal 
scale that prevailed before the 
dealers’ code established the prin- 
ciple that good morals were eco- 
nomic wisdom. 

The majority of dealers are 
fighting to hold the ground they 
believe was gained under the 
code. They believe they can do 
it, but not without casualties here 
and there. 

As they estimate the situation, 
they see two significant factors 
helping toward this end. One is 
the disposition of banks and 
bankers to insist upon a voice in 







































sharply 
contrasting — areas of new viril- 
ity and vitality. In these centers 
is comparatively flour- 
ishing, all business, and without 
in these sections the 
automotive trade is doing an ex- 
cellent job of leading the way to 
of 
this impression, backed up by the 
books of local automobile retail- 
ers, was one of the most inspiring 
signs encountered on the journey. 

Wherever people are spending 
money for anything, a significant 
volume of it is pouring into the 
tills of those who sell and service 


disquietingly 
the ghost of the 
so long has 





the affairs of borrowers. The 
banking fraternity may not have 
liked the broad principles under- 
lying the New Deal and its Blue 
EKagie, but so far as they affected 
the retail automobile trade they 
were regarded as contributing to 
an orderliness that theretofore had 
been signally lacking. So the 
bankers, like the more reputable 
and conservative automobile deal- 
ers, are concerned with the main- 
tenance of equilbrium in the used 
car field. They suffered on that 
score once and they do not intend 
to be caught in the same way 
again. They may be in a better 
position to correct the situation 
than any other group. Many 
dealers think so. 

But, those who would preserve 
the necessary degree of order in 
the used car trading field are not 
counting upon banker backing 
alone. The view is general that 
the manufacturers will have to 
participate actively in the even- 
tual solution of the problem. In 
dividually, and otherwise, the ma- 
jority can see no other permanent 
way out than that the factories 
shall provide the discipline that 
will keep the whole trade in line 
in the maintenance of used car 
allowance equilibrium. 

Suggests Penalty 

Outlawry for the dealer who per- 
forms as an outlaw, disenfran- 
chisement as an automobile trade 
citizen, seem to remain the pre- 
ferred remedy of the dealer groups 
for the disquiet that now prevades 
the whole retail set-up again. 

In connection with the disposal 
of the used car problem, it is inter- 
esting to discover the cohesiveness 
existing among the large body of 
dealers. Both the National Auto- 
mobile Dealers Association and 
its leadership have emerged from 
the code era with a finer, firmer 
standing than ever before. 

If there ever was a feeling 
and there undoubtedly was—that 
the leadership of the association 
was too detached from the im- 
mediacy of the dealer situation, 
that it was too “factory-minded,” 
as some declared, it no longer is 
manifest. At least, in talking 
with scores of dealers, the writer 
ran across no evidence of that 
spirit. 

Some essentials of co-operative 
action that were lacking in pre- 
code days apparently are effec- 
tive in dealer activities today. 
That’s another code legacy which 
must be written down as valu- 
able. 

Bright Spot 

Another bright spot on the 
trade horizon which the writer 
finds particularly impressive in 
brief retrospect is the significant 
improvement in service facilities 
and standards. The obsession of 
sales and still more sales which 
dominated the philosophy of the 
average dealer in pre-depression 
days seems to have been modified 
considerably by an awareness 
that keeping the Nation’s huge 
motor fleet in operation is a bus- 
iness enterprise running into the 
billions in its own right. 

Happily for his purse, if less 
so for the practical purposes of 
this article, the writer drove a 
new car on the trip. Naturally, 
it required a minimum of service 
attention. 

If, as a result, there was no 
opportunity to make a practical 
test of the service resources of the 
trade, an especial effort was made 
to compensate by making one’s 
general survey of equipment and 
conditions the more thorough. 

It was impossible to talk with 
dealers on the subject of service 
without recognizing immediately 
that they have a new and much 
more wholesome respect for this 
side of their business. One got 
the impression that it was some- 
thing they were determined to 
sell—glad to offer to their patrons 
(Continued on Page 16, Col. 1) 








A general view of the newly opened Ford-Lincoln Exhibit on Steel Pier in Atlantic City. 


has been decorated with a color scheme that is cool and inviting. 
and commercial units are displayed in addition to Lincoln cars. 


Largest in East 





The interior 


A complete line of Ford cars, trucks 


Interesting laboratory exhibits, 


cut-away chassis and bodies form a part of the show as well as a completely equipped “Service 


Training School” and the “Human Ford.” 


In one of the front 


windows a motor assembly and 


disassembly demonstration is carried on for the entertainment of boardwalk strollers. 


Ford Steel Pier Display 
Is Largest in the East 


Detroit, July 26—The new Ford | do not conduct a race against 


exhibit on Steel Pier in Atlantic 
City, the largest automotive show 
in the east, is setting up new 
records for attendance at displays 
of this nature. 

Not only Ford cars and trucks 
are shown, but Lincolns; ani- 
mated demonstrations of the me- 
chanical features of both cars; 
laboratory testing equipment and 
the “Human Ford” all have their 
place in this new adventure in 
the world of automobile shows. 

Perhaps one of the most inter- 
esting portions of the show, for 
the mechanically minded, is the 
fully equipped “service training 
school,” a section set off by rail- 
ings and containing numerous 
approved machines that are used 
in the servicing of Ford cars. 

Made Public 

It is the same type of school 
in which mechanics employed by 
Ford dealers all over the country 
are trained, but it is the first 
time such a school has_ been 
brought into public view. Every 
day a small group report to fac- 
tory-trained instructors to enroll 
in a strenuous course of tutorship 
that every Ford mechanic must 
go through before he can qualify 
as a factory trained man. 

If you do not have the slightest 
idea of the workings of a V-8 
motor, you will be well educated 
in the latest methods of servicing 
by the time you leave the school, 
for spectators too may attend. 
Hours may be enjoyably whiled 
away by the mechanically minded 
visitor at the school. The instruc- 
tor, in an entertaining, but busi- 
ness-like manner, imparts me- 
chanical knowledge to his class 
and demonstrates the various 
service operations. Then each 
man in the class takes his turn at 
performing the same service ope- 
rations. 

As if the school were not 
enough, officials in charge of the 
exhibit have provided a motor 
assembly and disassembly demon- 
stration for the purpose of gra- 
phically showing the simplicity of 
the Ford V-8 motor. 

Two Mechanics 

Two factory-trained mechanics 
completely assemble and _ dis- 
assemble a 1935 Ford V-8 engine 
in a few minutes time. This dis- 
play has drawn thousands of spec- 
tators in various sections of the 
country and had its start at the 
Chicago World’s Fair. 

Although the trained mechanics 


time in their operations, they are 
able to completely assemble the 
1935 Ford V-8 motor in less than 
15 minutes, and to disassemble it 
in about 11 minutes, demonstrat- 
ing the accessibility of the engine. 

A “play by play” description, de- 
livered by a lecturer at the exhibit 
quickly familiarizes spectators 
with the features of the Ford V-8 
engine and makes understandable 
to the layman the operation of 
the modern automobile engine. 
Such new features as directed 
flow crankcase ventilation, cast- 
alloy steel camshaft are explained 
by the lecturer during the assem- 
bly operations. 


Chrysler Makes 


Agreement on 
Design Patents 





New York, July 26.—Announce- 
ment was made early today by 
the Jaray Streamline Corp. of 
America, of this city, that the 
Chrysler Corp. has purchased a 
license under U. S. Patent No. 
1,631,269 and export rights under 
corresponding foreign patents 
controlled by the former.” This 
patent, commonly known as the 
Jaray Streamline Patent, is con- 
sidered basic by its owners and 
as covering efficient streamlin- 
ing of all automotive vehicles, in- 
cluding passenger cars, buses, 
trucks and rail cars. 

The agreement reached between 
the Chrysler and Jaray corpora- 
tions effects a settlement of a 
suit for patent infringement 
brought by the latter against the 
former in the United States Dis- 
trict Court, Eastern District of 
New York, on May 24, 1934. 


Chicago Dealers 
Attend Rites for 
C. E. Gregory 





Chicago, July 26.—With a dele- 
gation from Chicago headed by 
James Levy, his former associate, 
and A. C. Faeh, general manager 
of the Chicago Automobile Trade 
Assn., in attendance, rites were 


held Monday for Charles Edwin 
Gregory at Bloomingdale, Mich., 
where he lived since his retire- 


ment from business two years ago 
and where he died last Friday at 
the age of 75. 

Known as one of the “old 
guard” along automobile row and 
one of its best loved figures, Mr. 
Gregory was for years in the 
electrical field before being at- 
tracted to automobile merchan- 
dising in 1908. 

No annual trade association 
meeting was considered complete 
without a spot on the program 
for Mr. Gregory to issue an ap- 
peal in behalf of the Orphans’ 
Day outing, a project he helped 
to start in 1905. He served a 
term as secretary of the Chicago 
Automobile Trade Assn., and as 
a director for several terms. 

Mr. Gregory was born in New- 
ark, N. J., on May 22, 1860, Com- 
ing to Chicago in 1884, he en- 
tered the electrical business, with 
which he was identified in im- 
portant capacities until becoming 
secretary-treasurer of the Chal- 
mers Motor Co. of Illinois in 1908. 
This firm was headed by James 
Levy, who in 1917 formed the 
James Levy Motor Co. Mr. Greg- 
ory retained his office of secre- 
tary-treasurer. For the past 16 
years the James Levy Motor Co. 
has been the Buick dealer on the 
Michigan Ave. automobile row. 

Mr. Gregory is survived by his 
widow, Mrs. Ella Wendt Gregory, 
and five sons, Frank F., Charles 
G., Harry E., Myron K. and 
Charles E. Gregory jr. 


W. S. Milton Named to 


St. Louis Hudson Post 
Detroit, July 26.—W. S. Milton, 
for several years a member of the 
factory field staff of the Hudson 
Motor Car Co., has been pro- 
moted to the managership of the 
St. Louis zone, operating under 
the Hudson and Terraplane Sales 
Corp. Milton is now establishing 
the new zone office, according 
to the announcement made by 
W. R. Tracy, Hudson's vice-presi- 
dent in charge of sales. The zone 
under his jurisdiction includes 105 





| counties in Missouri and Illinois. 


Attend Outing 
Indianapolis, Ind., July 26.—Em- 
ployes with their families attended 
the annual midsummer outing of the 
Prest-O-Lite Battery Corp. at Broad 
Ripple Park here this week. A var- 
ied program included softball games, 


athletic contests for men and 
women, games for children and 
swimming. Other entertainment 


was provided by park officials. 

In charge of the arrangements 
were R. A. Nowlan, chairman; J. M. 
Green, A. G. Komitch, H. F. Goll, 
W. G. Dorsett, I. O. Goodnight, H. 
D. Wilson, Mark Hopkins, George 
Worland, Jesse Trant, Ernie Voges 
and O. M. Hoyt. 





President 


AUTOMOTIVE DAILY NEWS, SATURDAY, JULY 27, 1935 


Deales Security, Surveys and Safety Aims of PAA 
Group Elects Chas. L. Day 


at Convention 


(Continued from Page 1) 


that is now being placed in both | 
| sibilities through 


advertising and in sales talks as 
to excessive speeds. 

During the sessions this week, 
Charles L. Day, manager of 


Faunce Motor Co. of Pittsburgh, | 


Pierce-Arrow-Pontiac dealer, was 


elected president of the associa- | 


tion succeeding George H. Roth! 


Draw Hima 


be afforded increased profit pos- 
increased dis- 
selection 


counts, a more careful 


| and appointment of dealers within 


a given territory, protection dur- 
ing clean-up periods, reduction in 
multiple dealerships and control 
of what R. H. Grant has aptly 
named “cross selling’ naturally 


Dotted Line 


A tense moment at the PAA convention when silence rained and 


nobody got wet. Hold 


it Pleez! 


The foursome is, left to right: 


Thomas Donaldson, Pittsburgh (Chevrolet); R. L. Watson, Pittsburgh, 
assistant branch manager, G. M. A. C.; Lou Bossart, Pittsburgh 
(Chevrolet); R. A. Troxell, Pittsburgh (Chevrolet). 


of Philadelphia. Five vice-presi- 
dents were elected including: 
George H. Roth, Buick-Pontiac, 
Philadelphia; Charles J. McGough, 
Ford-Lincoln, Wilkes - Barre; 
George J. McFarland, Reo, Har- 
risburg; George Hoeveler, Ford, 
Pittsburgh, and Guy Woodward, 
Dodge, Washington, Pa. 
Directors elected for three-year 
terms were: George H. Roth, 
Philadelphia; W. H. Brearly, Ard- 
more; Birch Ober, State College; 
A. W. Golden, Reading; J. B. Ar- 
buckle, Erie. Motor Equipment 
dealers elected for terms of one 
year were: Roy W. Shreiner, 
Harrisburg; E. T. Satchell, Allen- 
town; H. W. Smith, Pittsburgh, 
and Marvin Ross, Oil City. 
Improvement in factory dealer 
relations to the end that dealers 


Golf Still Gets 


was foremost in the discussions 
and private conversations at the 
meeting. 

That action of this sort is neces- 
sary is shown by a state-wide sur- 
vey, conducted at its own expense 
by PAA in 1934, which revealed 
that while the dealers in the state 
had reduced their actual losses 
on used cars to 47 cents per car 
the reduction profit margins ef- 
fected by manufacturers during 
the same period had almost com- 
pletely absorbed the _ resultant 
savings. 

My reactions from the meeting, 
taken for what they are worth, 
are that Pennsylvania dealers 
are most optimistic regarding the 
outlook for 1936. They are con- 
fident that factories generally 
will take aggressive steps within 


the Go-Getters 





the next few months to improve | 


conditions and contractural rela- 
tions which during several years 
past have been gradually depress- 
ing profits in the dealer field 
even beyond the minimum upon 
which many dealers could hope 
even to exist. 

By this I do not mean that 
Pennsylvania dealers expect, or 
would they desire, an increase in 
discounts which would cover their 
current used car losses and per- 
mit them to continue to incur 
such losses, Every dealer knows 
there is just as much effort in- 
volved in selling a used car at a 
loss as there is in selling it at a 
profit and the latter is much more 
desirable. There have been in 
the past, they tell me, many ele- 
ments beyond their own control 
which have given rise to wild 
competition among dealers with 
resultant losses to the good as 
well as the bad. 

Among these elements which 
contribute to used car losses, it 
was brought out at the meeting, 
has been the necessity for in- 
creased volume at factories in or- 
der that cost per unit could be 
held at a minimum and new car 
price levels correspondingly re- 


duced. In an effort to obtain this 
volume through a deeper penetra- 
tion of the market, factories have 
been prone to add to the numeri- 


Dealers Must Eat Despite Discounts 





Just Before the Getaway 


Putting the finishing touches on the program of what developed into 


one of the finest meetings of the 
state legislator and automotive jobber, 


secretary-treasurer of PAA, 


PAA are: Roy W. Shreiner, 


Harrisburg; George H. Roth, retiring president, Buick-Pontiac dealer, 
Philadelphia; and Claude S. Klugh, general manager of PAA. 


ducers of automobiles in the 
market and the competition is 
keen. The percentage of price 
class is of high importance to 
each one of these producers if he 
hopes to survive. 


At the PAA convention banquet Monday evening we snapped this one 

of Guy Woodward, Washington, Pa., Dodge; Claude S. Klugh, general 

manager PAA; Charlie Day, incoming president of PAA and Pierce- 

Arrow, Pontiac dealer at Pittsburgh; Dr. John L. Davis, New York 
skypilot and chief banquet speaker. 


cal strength of their dealer body 
without great regard for ability 
and type of dealer named and 
with even less regard for the 
profit potential of the market 


This creates a difficult situation 
for both factories and dealers but 
actually it is just one of the basic 
battles of life in a highly modern 
form. Taking it by and large 


Here’s a gallery of golfers watching the play at Churchill Valley 

Country Club which proved a popular diversion at the PAA conven- 

tion this week. They are, left to right: H. G. Samson, Pittsburgh 

(Buick); W. H. Miller, Pittsburgh (Ford); P. H. Gresh, Pittsburgh 

(Universal Credit Co.); Joseph M. Beatty, Pittsburgh (U. S. L. Bat- 

teries); T. Y. Dinger, Pittsburgh (Point Spring Co.); W. J. Dible, 
Wilkinsburg (Ford). 


from the dealers standpoint. This 
has resulted in desperation sales 
which have reduced the strong 
dealer to the strength of the week 
dealer in just the same manner 
that a weak cell in a battery will 
drain upon other cells. 

The contention of Pennsylvania 
dealers is that an elimination of 
this basic malpractice, over which 
dealers have no control, would re- 
sult in a reduction in used car 
losses and would not diminish 
new car volume. I am inclined 
to agree with this theory. Auto- 
mobiles are not merchandise that 
one would buy like gum or cigar- 
ettes. Car buyers have a distinct 
preference for certain makes of 
cars. This element of buyer-pref- 
erence would become more pro- 
nounced if the evil of buying sales 
through excessive used car allow- 
ances was eliminated. Naturally, 
under conditions sought, dealers 
would be able to sell their new 
car rather than bribe their pros- 
pects with overallowances. 

As Edward Payton, market 
analyst, warned in his address the 
dealer who remains under the 
improved conditions which he pre- 
dicts the factories will bring about 
during the current year will have 
to maintain his standing in the 
market. If he does not the fac- 
tery out of self protection will 
have to increase its coverage in 
the territory in order to obtain 
its share of the business, There 
are still two dozen active pro- 


. 


John Q. Public has been the sole 
beneficiary in the gigantic fight 


for survival among the producers 
of automobiles. Discussions at the 
PAA meeting brought out that 
dealers for years have been 
buying the cars in which the 
public rides rather than pass- 
ing the bill along to the ulti- 
mate purchaser — the _ public. 
The automotive industry is a 
new industry, From 1921 until 
1929 motor vehicle registrations 
in this country increased 13,775,- 
394 as Edward Payton pointed 
out at the PAA meeting. During 
those years with an ever increas- 
ing market for new cars the 
profits of the sale of new car 
permitted the dealer to go over- 
board on used car allowance and 
still show a reasonable net at the 
end of a year’s operation. Since 
1929 total registrations have re- 
mained almost at a _ standstill. 
This creates an entirely new prob- 
lem from the dealer’s viewpoint. 
He no longer has a new car 
market greater than his used car 
market. 


Which, brings us back to a 
speech made at the convention 
by Frank Santry, Nash distribu- 
tor in Cincinnati, in which he 
pointed out that dealers must 
get a better understanding of 
where their profits begin. This 
point was touched on _ several 
months ago in ADN when we 
called attention to the fact that 
many dealers are prone to con- 
sider their discount on a new car 
as profit rather that the margin 
from which their profit, if any, 
must be derived. That is, when a 
dealer sells a new car he cannot 


“Pittsburgh We Are Here” 


Johnny Booth, McKeesport, Hudson-Terraplane dealer and general 
chairman of the PAA convention committee, is greeted by Bill 
Owings, manager of the Pittsburgh Auto Dealers Assn. (wearing 
smile and glasses), as the PAA gather at the William Penn. Others 
in the group are (left to right) George Seagert, president Pittsburgh 
Auto Dealers Assn.; F. A. Weigel, Chevrolet, Warren, Pa.; C. A. 
Hubbard, Plymouth-Chrysler-Packard, Warren, Pa.; N. B. Anderson, 
Pittsburgh Sun-Telegraph, and M. C. Browning, Philadelphia, 
Chevrolet. 








Resolutions By PAA Point Way to Dealer Profits 


Speakers Stress Need 
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For Better Management 


count his profit until he has taken | 
into consideration all the costs| 
involved or losses sustained in 
handling that car and other cars 
which were taken in in trade in 
order to effect the sale. 

This, then, comes down to a 
point where the manufacturer 
and dealer alike must work to- 
gether to educate the public to 
the fact that the days of over 
allowances on used cars are ended. 
The dealer must refuse to pay out 
of his own pocket a heavy share 
of the purchase price of the car. 
And the factory must sustain him 
in this position. I do not believe 
that the American public would 
long continue its demands for 
over allowances if dealers refused 
to give over allowances and the 
factories supported wholeheart- 
edly their stand. And I do not 
think, that except for a temporary 
reaction, volume would suffer 
from such a stand and certainly 
dealers profit possibilities would 
be greatly enhanced, 

One of the most optimistic talks 
of the entire meeting was that| 
made by James Dalton, editor of | 
Motor. Dalton told dealers that | 
he had direct assurance that fac- | 





tories would come to dealer sup- | 
port along the lines outlined by | 
R. H. Grant, General Motors and 


D. S. Eddins of Plymouth at} 
Texas both of whose speeches 
were carried in ADN July 13. 


Dalton said further that the sales | 
outlook for 1936 was most encour- 
aging for general business and | 
the automobile trade. 

He came out strongly in favor | 
of leadership of F. W. A. Vesper 
of NADA, and endorsed the pro- | 
gram of NADA in dealing with 
factories. This program and lead- | 


ing certainly should have proved | 


a tonic for all dealers attending. 
The program clicked with pre- 
cision and the policy of limiting 
speakers so far as practicable to 
members of the dealer fraternity 
proved a valuable innovation. The 
addresses by R. C. Jones, Packard 
dealer, of Reading Pa., on hand- 
ling and merchandising used cars 
should have been helpful to many 
dealers in attendance. His ad- 
dress appears on Page 19 of this 
issue. 

Of comparable importance was 
the address made by Frank San- 
try, Nash distributor of Cincin- 
nati, in which he covered dealer 
methods of figuring profits and 
losses, selling costs and other 


subjects close to the dealer heart. 

A complete surprise was the 
appearance for the first time on 
a PAA program of a lady speaker. 
This was Dorothy Dignam, of N. 
Ayer 


W. & Sons, advertising 





| 


© nae = 


ation that the cost be materially 
reduced, and that the Book be 
published at 60 or 90 day intervals. 
Factory Co-operation 

WHEREAS several independ- 
ently made, and impartial surveys 
of the general trend of the op- 
portunity for profit for retail mo- 
tor car dealers indicates that 
while the retail new car as such 
may show profits generally, the 
profit thus shown is dissipated in 
the cost of trading and selling 
used cars taken in trade as part 
of the purchase price of new cars, 


AND SINCE any effort to 
remedy this condition and permit 
new cars to be handled at retail 
without loss, is dependent upon 
co-operation of factories in the 
appointment, supervision and con- 
trol of dealers. 

WE URGE the factories to take 
such steps in this appointment 
supervision and control as will 
permit dealers exercising a sound 
GENERAL MANAGEMENT 
practice in their own establish- 
ments to make a profit upon the 
sale of cars at retail commensur- 
ate with their sales volume, capi- 





ership has had the full support of | 4 treat was provided for the hot, tired and thirsty golfers at the PAA 
Automotive Daily News since the) meeting through the establishment of two bars right on the links. 
early days of the code on the/ phis innovation met with more or less general approval as can be 


basis that the only possible hope | 
for better condition rested in | 
peaceful negotiation rather than| 
through swinging highly polished | 


war clubs. It was a source of 
great satisfaction and assurance 
to the writer to find Motor has 


now aligned itself with us in this 
opinion, 

Without detracting from other 
groups which have carried a 
heavy burden in this cam-| 
paign in the last year and a half 
we cannot help but feel that 
Vesper’s program of negotiation 
has done much to bring home to 
factory higher-ups the crying 
need for closer co-operation with | 
their dealers in order the profit | 
possibilities might be enhanced | 
and their own positions made 
more secure. | 

Taken by and large this meet- 


The er ah players are, 
jobber; R. W. 


seen, 
Harrisburg, 


left to right: 
Frantz, 


W. Shreiner, 
(Ford); C. J. 


Roy 
Wilkes Barre 


McGough, Wilkes-Barre (Ford); George Hoeveler, Pittsburgh (Ford). 


counsels. 
views on women’s reaction to 
sales methods. She analyzed the 


| various types of women buyers 


and gave the dealers concrete ex- 
amples of how to approach the 
various types. Her talk was well 


| received and should have added 


greatly to the dealer’s knowledge 
of his feminine customers. 
NADA Official Guide 

The following resolutions com- 
prise the program for PAA in 
the coming year: 

BE IT RESOLVED that the 
Pennsylvania Automotive Assn. 
go on record endorsing the NADA 
Guide Book with the recommend- 


“Dealers Are In For Better Days” 





This was the keynote of the address by Jim Dalton, editor of Motor, 


who told the dealers “why” at the PAA convention. 


With him at the 


speakers table at the banquet Monday night are: George Hoeveler, 
Pittsburgh, Ford (center), and George D. Seagert, Pittsburgh, Auburn, 


on the 


right. 








Miss Dignam gave her} tal risk and capital investment. 


The nullifying of the Motor Ve- 
hicle Retailing Code has caused 
an emergency requiring immedi- 
ate action to protect dealer profits, 

NOW BE IT RESOLVED, that 
the Motor Car Manufacturers be 
requested to make such changes 
or additions in their immediate 
contracts as will assure to effici- 
ent dealers an opportunity for 
profit commensurate with their 
investment and risk, 

AND BE IT FURTHER RE- 
SOLVED, that the Executive 
Committee of the PAA be hereby 
authorized to appoint a Commit- 
tee to confer with any representa- 
tive of the factory or factories to 
discuss the methods of solving 
this mutual problem of bettering 
the dealer profit position, 


National Surveys 

WHEREAS, it has come to the 
attention of the Pennsylvania 
Automotive Assn. that certain 
white-collar work relief funds are 
available for the purpose of con- 
ducting a national survey of retail 
automobile dealers operations, 

AND WHEREAS, such survey 
will be of great benefit and be 
conducted without cost to the 
dealer body, 

BE IT RESOLVED, that the 
Pennsylvania Automotive Assn. 
endorse such project and recom- 
mend to the National Automobile 
Dealers Assn., their active sup- 
port of this project, subject to 
stipulations and protect the iden- 
tity of the individual operating 
statements, and 


BE IT FURTHER RESOLVED, | 


that should the National Automo- 
bile Dealers Assn, fail or refuse 
to endorse such a national project, 
and should it be possible to secure 
allotments by states, that the 
Pennsylvania Automotive Assn. 
authorize the Executive Commit- 
tee to make application for a 
survey in the State of Pennsyl- 
vania. 





Those Factory Co-operation Smiles 
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Promises of much better co-operation between factories and dealers 
in 1936 brought these happy smiles after a hard day at the PAA 
convention this week at Pittsburgh. The diners shown are, left to 


right: 


F. W. Reinhart, Buffalo, N. Y. (G. M. A. C.); C. J. Brant, 


Buffalo, N. Y. (Chevrolet); F. A. Weigel, Warren (Chevrolet); C. A. 
Hubbard, Warren (Plymouth), 


NADA and PAA Bhscum 


Trade Survey Problems 


Detroit, July 26..-Correspondence 
between the National Automobile 
Dealers Assn., and the Pennsyl- 
vania Automotive Assn, regarding 
a national survey of dealer opera- 
tions to be conducted by the U. S. 
Department of Commerce, as sug- 
gested by that department was re- 
leased today. Qualified endorse- 
ment of this plan was voted at 
the PAA meeting this week at 
Pittsburgh and the NADA was 
urged by PAA to make application 
for this aid from the Department 
of Commerce if certain stipula- 
tions could be met. The corre- 
spondence follows: 

“Greetings to the PAA with our 
congratulations on a fine convention 
and extending thanks to your asso- 


ciation for assistance rendered us 
through the PAA survey. 
“As the real originator of the 


dealer profit survey in this country 
we wish to ask for your decision as 
a dealer body on a very important 
subject to all dealers in this nation. 
We will be forcibly influenced by the 
decision of your convention. 

“The Department of Commerce has 
offered NADA the opportunity of 
presenting a resolution suggesting 


and supporting the entry of that 
government agency into a survey 
of the automobile industry. A con- 


ference on that subject was held by 
the executives of NADA and the 


Pittsburgh’s Program Providers 





Department of Commerce represent- 
ative on July 19. The trade execu- 
tives agreed to defer decision until 
this week. 

“We are informed that your board 
was preparing to request the NADA 
endorsement of this government sur- 
vey. Will you therefore read this 
message to your meeting in conven- 
tion. We will appreciate an ex- 
pression of your dealer body in con- 
vention and will follow that body’s 
decision since it undoubtedly is repre- 
sentative of the dealer body of the 
nation. 

“As a further consideration kindly 
weigh the following statement 
along with your other consideration: 

“NADA with the assistance of 
Edward Payton and the firm of 
Ernst & Ernst will spend every 
effort to get 4,000 dealer statements 
into its hands by the end of Sep- 
tember. This staff feels that its 
board of directors will endorse the 
expenditure of additional money on 
this work. 

“We will test check a proper per- 
centage of statements so that no 
challenge of incompetency can be 
raised against our conclusions. Be- 
tween Edward Payton and Ernst & 
Ernst, who have 50 offices scattered 
throughout the United States we will 
make a special effort to obtain this 
data using every bit of machinery 
which we can engage. This will give 
the dealers factual data to have and 

(Continued on Page 12 Col. 1) 





Members of the PADA committee in charge of arrangements for the 
PAA convention seem satisfied that everything is hotsy-totsy with 


arrangements—and everything was, 


They are, left to right: George 


H. Seagert, president, Pittsburgh Auto Dealers’ Assn.; W. N. Owings, 
secretary and manager, Pittsburgh A. D. A.; Henry Eierman, presi- 
dent, Eierman Cadillac-LaSalle Co.; George P. Gray, chairman of 


entertainment committee of the 


convention; and John B. Booth, 


president of Booth Motor Co. (Hudson-Terraplane), general chairman 
of convention committee. 
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One sacred pledge we make our friends here and now. This publication, 
God willing and so long as it is in our charge, will never champion the 
oause of any individual or any corporation which is not for the best inter- 
ests of the automotive industry as a whole. Nor will its columns be used 
to spread gossip or inflame prejudice. It will confine itself to the up- 
building of the industry it is pledged to serve, wholly through the dissemi- 
nation of NEWS which is timely, authentic and of value. 
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Trade Surveys Sadly Needed 


eo by the U. S. Department of Commerce to insti- 
gate nationwide trade surveys to be conducted by 
unemployed “white collar” men should meet with accept- 
ance by the entire industry. Factual data on automobile 
distribution and distribution methods and costs have been 
sadly lacking in this industry since its beginning. 


Automobile retailing and maintenance afford employ- 
ment for a very high percentage of the workers in the 
United States. During recent years this first ranking 
source of livelihood for so many of our citizens has been | 
in a condition verging on chaos. This situation cannot | 
be greatly improved and soundly reorganized until a study 


“a= Word in 


edgewise” 


By the Publisher 





Will someone in 
Washington please 


“Paging 
Mr. Austin!” 


coat-tails of one William L. Aus- 
tin long enough to attract his at- 


automotive industry? Mr. Austin 
is director of the Census Bureau 
and in that position he must 
recommend to the President the 
jobs which he thinks worthy of 
part of the Federal employment 
cash which Congress recently set 
up particularly for the benefit of 
“white-collar” workers. 

There is a big job to be done. 
It will reach into every state and 
give employment to thousands of 
men and women for a short time 
at least. It is very necessary and 
might go a long ways toward 
healing the wounds which are be- 
ginning to be felt since the NRA 


demise. | 
* * * 


THERE ARE many facts to be | 
uncovered that probably we here 
on ADN have not even thought | 
of, but specifically we would like | 
these “white-collar” workers to 
find out officially, for instance: 

(1)—Number of motor vehicles 


registered in the United 
States and 

(2)—Their make and 

(3)—Age. 


(4)—Were they bought new or 
used by their present own- 
ers? 

(5)—Number, make and age of | 
autos and trucks registered 


catch hold of the} 


tention to the needs of the big} 





in 1934, not re-registered in 
1935. 

The above figures would re-| 
quire only the necessary checking | 





of present methods reveals current weaknesses as indi- 
cated by the facts such a study would bring to light. 


Until such time as we can make an intelligent diagnosis | 
of causes of our troubles it will be next to impossible to | 
resort to much else than expedient. We feel that the | 
NADA should take immediate steps, if such steps have not | 
been already taken, to insure getting its share of this fund | 


for a national survey of motor vehicle retailing operations | 
if the government approve the spendings for this purpose. 


Such an effort on the part of our government would 
bring direct relief to idle “white collar’’ men and the bene- 
fits of their studies should greatly strengthen our indus- 
try, to the end that many of them would find permanent | 
employment later. Let’s all get behind this movement. | 
Judicious spending is the best form of economy. 

This proposal for surveys paid for out of government 
funds should not affect the attitude of dealers toward the 
survey now being conducted by the National Automobile 
Dealers Assn. If it should develop later that the Depart- 
ment of Commerce could take over the job now being done 
by NADA, so much the better. If not the NADA will 
continue its present efforts with the view to having some 
concrete data late in September. The gathering of this | 
data depends solely upon the wholehearted co-operation 
of the dealers supplying it. Do your part as well as| 
NADA is doing its part and we'll have a wow of a survey | 
regardless of who eventually finishes it or gets the credit. 


| 
Setting Our Sails For Thirty-Six | 
(pPTaiise was the keynote this week at the annual | 

meeting of the Pennsylvania Automotive Assn., held | 
in Pittsburgh, Pa. This optimism is based on two factors: | 
First, that 1936 will see still further increases in new and | 
used car sales volume. And second, a confidence that 
improved factory-dealer relations will permit the dealer | 
to correct conditions within his own organization, but | 
formerly beyond his control, which will assure him a bet- 


ter net profit at the end of the year. 


The changes for which dealers are hoping and pressing | 
are, perhaps, best summed up in the addresses made by | 
R. H. Grant of General Motors and D. S. Eddins of Plym- | 
outh before the Texas Automotive Dealers Assn., June 28, 
and which were published in ADN July 13. With the} 
changes proposed by Grant and Eddins brought into being | 
in the 1936 selling year there can be little question that | 
dealers as a whole will close the year in much better | 
shape. 
We share the confidence of the PAA dealers on both | 
points. Nothing short of a catastrophe could prevent 1936 
from being a better selling year than 1935. And nothing 
short of catastrophic short-sightedness will prevent the 
establishment of improved factory-dealer relations. Nine- 
teen thirty-six will be a better year! 


| certainly be accepted as an ac-| 
curate 


| show a more legitimate claim for 


and cross-checking in the various | 
secretary of state offices, but if 


| the money is available both deal- | 


ers and manufacturers undoubt- | 
edly will suggest greatly desired 
figures which could be secured | 
by a nation-wide survey of car | 
owners. If two million question- | 
naires were answered through | 


| personal contact by census takers 


with car owners, the figures would 
average of the 


twenty million car owners. | 
* * * 


I SINCERELY hope that our | 
readers will give ADN the benefit | 
of their suggestions for such a} 
survey. There is no time to be 
lost because from the funds al-| 
lotted for such purposes from the 
four billion dollar Federal em- 
ployment relief fund, every phase 
of industry and commerce is al- 
ready clamoring for its share. 
Certainly no other industry can 


a major slice of the appropria- 
tion, because no other has con- 
tributed more to the recovery 
which we are enjoying. 

+ - om 


ADN pledges full support to 
manufacturers and dealers’ as- 
sociations in a plan to carry an 
immediate application to Wash- 
ington for such purpose. Our 
Washington office can be made 
the clearing house through 
which a set of questions, mutu- 
ally acceptable, be drawn up and 
a united front for the industry 
thus presented when the applica- 
tion to Mr. Austin is made. We 
have always wanted the facts re- 
garding this great industry, their 
compilation has many times been | 
attempted in a modest way, but 
no one has ever dared to attempt 
to finance such a survey as is 
now made possible through gov- 
ernment funds. Let’s get goin’! 

” * te 


A NEWSPAPER friend who} 
covered the nation’s capitol for 
many years once told me that as | 
a whole, the automotive industry | 
did the poorest job of “lobbying” 
in Washington. He said our busi- | 
ness had been on the “sucker-list” | 
for so long that whenever more 
money was needed they simply 
tacked a new tax on some phase 
of the motor vehicle business! A 
Gulliver ensnared by the 4 





tians! And his remark was made 
during the hallowed days of 
Coolidge.—-G.M:S. 








Weeding the Garden 


In This 


Corner 


The views expressed in this column are those of our readers 


and do not necessarily coincide with those of the editors. 


Readers 


are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 





whole Governors 


Someday I think the industry will 
thank you for the campaign you 
have been carrying on 
months urging the elimination of 
speed advertising and other efforts 
which contribute to the increasing 
death toll on our highways. This 
certainly is something that the in- 


dustry should bend every effort to- | 


ward suppressing. 


If the automotive industry does} 
not do something to help reduce the | 
accident toll or at least refrain | 


from speed advertising we are go- 
ing to face some control laws which 
will inerease the dangers of 
road and curtail the usefulness of 
automobiles. I admit that most of 
the offenders in this respect today 
are not car manufacturers. In my 
estimation speed advertising in any 
case appeals most strongly only to 
the individual who would be unsafe 
behind the wheel of a really speedy 
car. He is the guy who wants speed 
and he is the guy who will most 
likely use it recklessly. 

Now, if as an expedient, we adopt 
governors for cars we will find a 


greater carnage on the roads at the| 


end of the first year than ever we 
could have believed possible. Gov- 
ernors on cars are designed to shut- 
off the supply of fuel after 


It is only natural that drivers on the 


road will attempt to pass more 
slowly moving and heavy vehicles. | 
Now suppose the driver has just| 


topped a hill and see what he thinks 
is clear road ahead with the excep- 
tion of a truck running in the same 
direction he is going just ahead of 
him. 


This driver will attempt to pass| 
and if his car has reached the maxi- | 


mum which his governor will permit 
he will find himself half way around 
the truck and no reserve power left 
to get him back into the clear. Our 
drivers are not used to governors. 
It would take many of them a long 
while to accommodate their driving 
habits of years to this new limita- 


for several | 


the | 


the | 
engine has attained a certain speed. | 


tion of engine power. Many of them 
would wake up in heaven or some 
other destination before they learned. 
—M. L. K., Scranton, Pa. 





AS OTHERS 





$700 Airplanes 


Long after the air show is over, 


people of imaginative turn will be 
speculating on the possibility pro- 
posed by Eugene Vidal, Federal di- 
rector of air commerce, that soon the 
safe $700 plane will be available. 
Many who know much about the 
subject took issue with Mr. Vidal, 
but the average man who still for 
the most part views aeronautics 
from the ground up, is not startled. 

Said average man remembers when 
a prediction of cheap automobiles for 
the masses and a garage on every 
lot would have met with like lifting 
of the eyebrows. It is sufficient to 
prompt serious thinking when a 
high official directing such matters 
| asserts that the safe plane priced 
for the average pocketbook is within 
range of possibility. 

Hardly a phase of our living would 
remain unchanged by such an inno- 
vation. The imagination toys with 
the idea of tremendous stimulation 
of industry and commerce; with re- 
mote real estate enterprises; with 
| abandonment of the residential dis- 
tricts of cities; with terrific speed- 
ing up of the entire tempo of life; 
with necessary revision of laws and 
new tactics of lawbreakers; with 
extension of the range of human 
experiences and perhaps the intro- 
duction of important changes in the 


physical and mental make-up of 
humanity. 





All these changes to an important 
degree came with the revision of 
| speed notions from the horse-and- 
buggy rate to the mile-a-minute 
commonplace of the present. No 
less a lift is to be expected when 
wings supplant wheels. — Detroit 
News. 








(Continued from Page 1) 
After deducting dividends of $2,- 
294,555 on the preferred stock, 
there remained $49,924,912, being 
the amount earned on the com- 
mon shares outstanding, which 
compares with the earnings on 
the common stock of $37,972,535 
for the second quarter of 1934. 

“For the first six months of 1935 
net earnings available for divi- 
dends amounted to $83,729,838, 
compared with net earnings of 
$69,586,613 for the first six months 
of 1934. After deducting divi- 
dends of $4,589,110, on the pre- 
ferred stock, there remains $79,- 
140,728, being the amount earned 
on the common shares outstand- 
ing which compares with earnings 
on the common stock of $64,- 
997,503 for the first six months of 
1934. 

Cash Balance Up 

“Cash, United States Govern- 
ment and other marketable 
securities of June 30, 1935, 
amounted to $229,858,180, com- 
pared with $201,713,115 at June 30, 
1934, and $186,966,609 at December 
31, 1934. Net working capital at 
June 30, 1935, amounted to $340,- 
667,357 compared with $299,837,515 
at June 30, 1934, and $273,174,677 
at Dec. 31, 1934. 


“Net sales of General Motors | 


Corp., excluding inter-divisional 


transactions for the second quar- | 


ter ended June 30, 1935, amounted 
to $343,209,087 compared with 
$309,706,468 for the second quarter 
of last year. Net sales for the six 
months ended June 30, 1935, 
amounted to $594,883,990, com- 
pared with $519,677,906 for the 
corresponding period of 1934. 
Total sales of cars and trucks 
to dealers, including Canadian 
sales, overseas shipments and 
production from foreign sources 
during the second quarter ended 
June 30, 1935, amounted to 499,844 
cars and trucks, compared with 
433,672 cars and trucks in the cor- 
responding quarter of 1934 — a 
gain of 66,172 units or 15.3 per 
cent. General Motors dealers in 
the United States delivered to 
consumers 390,742 cars and trucks 
during the second quarter of 1935, 
compared with 314,449 cars and 
trucks in the corresponding quar- 
ter of 1934, a gain of 76,293 units 
or 24.3 per cent. Sales by Gen- 
eral Motors operating divisions to 
dealers within the United States 
during the second quarter of 1935 
amounted to 408,968 cars and 
trucks, compared with 344,597 
cars and trucks in the correspond- 
ing quarter a year ago—a gain of 
64,371 units or 18.7 per cent. 


Sales Up 18.4% 


“For the six months ended June 
30, 1935, the total sales of cars 
and trucks to dealers, including 
Canadian sales, overseas. ship- 
ments and production from 
foreign sources amounted to 888,- 
560 cars and trucks, compared 
with 750,276 cars and trucks in 
the corresponding period of 1934 
—a gain of 138,284 units or 18.4 
per cent. General Motors dealers 
in the United States during this 
period delivered to consumers 
648,835 cars and trucks, compared 
with 494,972 cars and trucks for 
the first six months in 1934—a 
gain of 153,863 or 31.1 per cent. 
Sales by General Motors operat- 
ing divisions within the United 
States amounted to 710,224 cars 
and trucks compared with 592,867 
cars and trucks in the correspond- 
ing period of 1934, a gain of 117,- 
357 units or 19.8 per cent. 

“A detailed statement including 
balance sheet and income account 


will be issued to stockholders at | 


an early date.” 


Tax Receipts Up 


Tallahassee, Fla., July 26.—G. H. 
Wilder, state motor vehicle com- 
missioner, reports that 18 days after 
half-year licenses went on sale, 6,959 
ears had been licensed with the tag 
sales totaling $84,123. 
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GM Position Much Improved During First Half 35 


Sales Hit $594, 883,990 
Against $519,677,106 In ?34 


i serneiencicnectanicnniainiesicnamaleaihd 


Hupmobile Production 


Above 35-Mo. Average 
Detroit, July 26.—Average pro- 
duction at the Hupmobile plant 
since the present management 
took over the reins exceeds the 
average of 35 months previous by 
656 cars a month, it was officially 
said today. 

Increased dealer activity is also 
reported and 118 new dealers and 
distributors have been added to 
the Hupmobile roster, it was said. 
The present management is 
headed by Vern R. Drum as presi- 
dent and general manager and 
William B. Hurlburt as vice- 
president and director of sales. 


3-Way Hydraulic Dump 


Patents are Held Valid 
Youngstown, O., July 26.—The 
Commercial Shearing & Stamp- 
ing Co., of this city, which holds 
patents on a three-way hydraulic 
dumping system for truck bodies, 
announces that its patents were 
recently held valid in a federal 
court decision. Suits to test the 
patent validity were instituted by 
the company in federal courts in 
Michigan and New York. 

The company’s three-way dump 
truck bodies are so equipped that 
they may dump either to the rear, 
or the right or left, as need re- 
quires. 


Canadian Car Output 


Increases 14% in June 
Montreal, July 26.—An increase 
of 14 per cent was shown in the 
Canadian production of automo- 





biles in June when they numbered 
15,745, compared with 13,905 in the 
same month last year, the Domin- 
ion Bureau of Statistics reports. 
The month’s output included 12,- 
276 passenger cars and 3,469 
trucks, 

Production of automobiles dur- 
ing the six months ended June, 
totaled 111,266 vehicles against 
82,084 for the corresponding 
period last year. 


Indianapolis Host 
To Studebaker Men 


Indianapolis, Ind. July 26.— 
Studebaker distributors from In- 
dianapolis, Terre Haute and Ev- 
ansville with their dealers at- 
tended a meeting with factory 
officials from South Bend at the 
Columbia Club here this week. 

The meeting was a part of a 
nation-wide series to conduct 


business sessions in a summer 
sales campaign, 

O. J, Litzelman and F. C. Mor- 
rison, heads of Litzelman & 
Morrison, local Studebaker dis- 
tributor, had charge of arrange- 
ments for the party at which the 
following Studebaker officials 
were speakers: 

Louis K. Manley, sales man- 
ager; Wayne Hearne, special 
sales representative; H. N. Kyser, 
Studebaker engineer; R. F. Glos- 
ter, zone manager, and repre- 
sentatives of the truck and serv- 
ice departments. 


British American Oil 

Toronto, Ont., July 26 (UTPS).— 
British-American Oil Co. reports its 
sales during the first five months of 
1935 as having increased equally as 
much as they did during the first 
five months of 1934 and _ sales 
through the company’s service sta- 
tions and other dealers are well 
ahead of last year. 


Cold Facts for Warm Days 


—and the coldest of all come from NBC! 


You know Josep P. Data, the agency 
space buyer who minds the millines and 


encircles the circulations of the country’s 
advertising mediums? Well, Mr. Data 
has been just like ¢a¢ with us since we 
published “NBC Network Aireas” — 


the book which brought calm to the 


chaos of radio claims and added years 


to the lives of informed space buyers. 


Mr. Data ’phoned us only yesterday 
for a few icy cold facts which he wanted 


to apply to the fevered brow of an im 


portunate client. Here are his questions 


(which may well be of interest to you, 


too), and our sworn answers, so help us! 


They prove leadership that no unsup- 


ported claims can successfully challenge. 


A RADIO CORPORATION OF AMERICA SUBSIDIARY e 


Program trafic per NBC outlet, 


averaged 11 hours, 36 minutes daily. 


2g! watts. 


power on its networks. 


For additional frigid facts, just speak up 


NATIONAL BROADCASTING COMPANY, INC. 


NEW YORK e 


WASHINGTON e 


Denver, 


CHICAGO e 


HOW MANY OF THE 100 LEADING ADVERTISERS USE NBC NETWORKS? 
Of 100 leading advertisers in all mediums in 1934, 70 used network 
broadcast advertising and of these 50 used NBC, 


HOW MANY HOURS OF NETWORK PROGRAMS DOES NBC CARRY? 
from March 24 to April 20, 1935, 
4 hours and 16 minutes were 


sponsored programs—7 hours and 20 minutes were sustaining. 


JUST HOW POWERFUL ARE THE NBC NETWORKS? The tota: power of 
NBC associated stations is 1,610,350 watts. 
these NBC stations is 18, 


stations of 50,000-watt power, and one station of 500,000-watt 


The average power of 


There are 17 NBC associated 


HOW ARE THE SUPER-POWER STATIONS DISTRIBUTED IN KEY MARKETS? 
NBC 50,000-watt stations are located in major markets of the 
country including New York, Chicago, Boston, Hartford, Pittsburgh, 
Cleveland, Schenectady, Rochester, Des Moines, Atlanta, Nashville, 
Dallas-Fort Worth, San Antonio, 


Angeles and Cincinnati (500,000 watts). 


Los 


San Francisco, 


SAN FRANCISCO 





—_—-_— --- - 
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Chevrolet Dealer Increases Repair Volume 1187 


V. W. Nall Reveals Fi igures 


In Successful Operation 


By E. M. LUBECK 


Detroit, Mich., July 26.—During the past year Automo- 
tive Daily News has been asked for reports on neighbor- 
hood Sales and Service stations. The requests have con- 
cerned profits and have asked for some sort of statement 
which would permit a dealer contemplating taking advan- 
tage of the new program to go to a banker or other finan- 
cial source and obtain the funds needed to put up a new 


type building or rebuild the old one so as to take advan- 
ee O: the Service DOLL eee 


of his neighborhood. faces an entrance to the service 
Comparative Report or car maintenance department. 

Automotive Daily News has been| By the new arrangement Nall’s 
on the search for such records. | business has increased by volume 
It has published the selling rec-| of car units sold, both in new 
ords of a number of dealers from| and used cars and trucks while 
the standpoint of gasoline, oil,| the shop has shown results even 
service and accessory sales as| greater than he anticipated. A 
well as car sales for certain pe-| second picture reveals that Nall 
riods. Today we are privileged| has practically abandoned show- 
to show a six months comparative | ing used cars on a lot. He has 
statement by one of the first | them all lined up in the used car 
dealers to adopt the new mer-| show room, under cover and easy 
chandising program. to inspect. 

We present first for the bene- Nall’s statement is based on 
fit of the dealer who is thinking| the comparison of the first six 
of going into neighborhood sales | months of 1935 with the first six 
and service ac-| months of 1933 when he operated 
tivities, a pic-|in the old building. The state- 
ture of the|ment shows definitely that the 
building which} new building was the secret of 
the Nall Chev-| the increased business. Lack of 
rolet Company] pace prevents ADN from showing 
of Iowa City,| a line up of his present employes. 
Iowa, put up in| The picture submitted however 
1929 and which! shows that Nall has 26 people on 
served its pur-| his pay roll most of whom are 
pose as a starter| employed in the service and gas- 
until V. W. Nall | oline departments. In 1933 he had 
the owner and/11. The new building was paid 
manager decid-| for in nine months. 

: ed that the in-| Business Up 118% 
e°forvice standpoint was weteaiiy |, 28,,Presenting the figures, the 
deterring him ieee increasing his reader must bear in mind that 
business. The old set-up was un- 1933 operations were confined to 
attractive Nall sold no gasoline the old building entirely. The 
and he observed that gasoline new plant did not open up until 
stations were making contacts with | Saytommer that year, Tepes 
: : : . orders for the first six months of 
owners which he should be mak- | each year are given herewith. 











ing. His sales of new and used S 
cars were not increasing even 1933 1935 
though he employed all the fac- | January are re 316 971 
tory suggestions plus others which | | POREUBEY 3 ..ccccuss 426 734 
came to his attention. The reader’s | March ............ 311 823 
attention is called to the picture | April ...........-. 370 501 
of the old building which also|May .............. 415 767 
shows the “used car” lot as Nall |June .............. 452 838 
called it. ERs: cctcccess 2,290 5,004 
Pump Location This represents an increase of 

In the picture of the new/ 118 per cent in volume of business 
building, which was opened in| and the car dealer reader fami- 
September, 1933, the interested| liar with bookkeeping operations 
dealer will note just how Nall! can sharpen his pencil and easily 


planned his building to make servy-| determine just what this amount 
ice convenient for the car owners| of business will average in net 
of Iowa City. It will also be) profits. This feature of the Nall 
noted just how the gasoline pumps | operation alone should enable a 
are located so that no matter | dealer contemplating a neighbor- 
which way the car owner drives | hood sales and service station to 
in he faces a show room and also! go to a banker or angel and get 








UNIFORMITY 


increase sales for car dealers just as it has helped increase 
sales for the uniform outlets of Kroger, A & P, and other 


HELPS 


national merchants. 


reduce the building investment ...ten or more stations built 


at a time can be economically standardized. Ask Austin. 


HELPS 
AUSTIN COMPANY 


Engineers and Builders—16112 Euclid Ave., Cleveland, O. 
Officesin Principal Cities — Detroit, Michigan, 2842 West Grand Boulevard. 
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At the right is V. W. Nall’s former 

Chevrolet salesroom and above is 

shown his present set-up in Iowa 

City, new and modern to the 

minute, This change jumped the 

volume of the operation into the 
big figures — and profits. 


his interest aroused to the extent 
of dolling out some cash. 

The dealer-reader’ will 
wonder what the spread is be- 
tween repair orders and labor 
sales, a point that may well be 
raised by the dealer in any part 
of the country and so Nall shows 
his labor sales as follows: 


now 


1933 1935 

RE Gwe s ceive 645 1,131 
WOOTURIY ccccccess 792 1,832 
MEMO sicpansc<ces 823 1,863 
MENS = 5.3. win 'y ais a aie 973 1,939 
ME nos Vase kleaes 925 1,735 
OND acecacineaeona 1,109 1,848 
EE kb 500h%5s 5,267 10,993 


The increase in customer labor 
sales represents 92 per cent. The 
point right here is that few in- 
stitutions of any kind of busi- 
ness can show a record equal 
to such an operation and again 
it is a figure which should interest 
any financial man no matter how 
glassy his eyes may be when it 
comes to extending cash advances 
for the promotion of a business, 
Between the repairs orders and 
the customer labor sales the 
dealer-reader must also recognize 
that in the first three months of 
1935 Nall, like all other Chevrolet 
dealers suffering for the lack of 
ears through factory production 
difficulties, was nevertheless mak- 
ing a handsome net profit through 
taking care of the cars he had 
sold as well as the cars of other 
makes in his immediate neighbor- 
hood. 

Up 93 Per Cent 

Further proof of good business 
to be had through neighborhood 
sales and service station opera- 
tions is shown in his parts re- 
pair orders. The 1933 and 1935 
figures were: 


| 1933 1935 
DORNER vnacicces 385 865 
WOOTUOEY .cccsccee 479 1,249 
ran gy aia a iire 546 1,056 
PE cea wathih a «ees 475 835 
ME Se vivich seas nee 497 1,012 
PM seca samen nee 560 1,054 

PAR: occ svcces 2,941 6,121 


The increase month by month 
and for the six months makes a 
total of 3,180 orders indicating a 
service business operation that 
might arouse the envy of larger 
operators in the larger cities of 
the country. The actual increase 
is 93 per cent and checks exactly 
with the labor sales for the same 
period and again it needs no pen- 
cil sharpening to see just what 
Nall has accomplished by making 
it easy for car owners to get in 
as well as get out. 

The outstanding feature of the 
Nall statement is one which good 
operators will applaud. It is the 
substantial drop in the sales of 
parts at retail. Nall’s men show 
the parts buyer that the Nall shop 
can do the work better, quicker 
and cheaper. The total parts sales 
at retail in the first six months of 
1933 was 2,019. In the first six 
months of 1935 it dropped to 1,612 
for a loss of 407 parts sales. 


Nall also is spreading out his 








| only the dealers 
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parts activities. His parts sold 
at wholesale have jumped from 
1,786 in 1933 to 2,995 in 1935 for an 
increase of 1,209. It indicates 
that Nall is getting support from 
independent service stations ac- 
cording to the Chevrolet factory 
program. This business in turn is 
affecting his new car sales as sev- 
eral of the independent stations 
to whom Nall extends the whole- 
sale parts discounts are aiding in 





Nall now displays all used cars in this modern garage. 


Nall’s Quickie—Betore and After 








car owners come in and get oil 
and grease alone to the extent of 
an increase of over 800 per cent 
as well as pay for the plant in a 
short time. The new methods of 
caring for automobiles as used 
by the neighborhood sales and 
service station men is a business 
opportunity that the banker will 
look upon with a real gleam in 
his eyes. 

In 1933 Nall did not sell gaso- 


Pa 
arte. 


ee 


Compare this 


with the “used car” lot visible in the upper photo, 


the sales of new as well as used 
cars. 
Oil Sales Up 
The sales of oil and grease 
all of which are outside of any 
other shop orders on Nall’s books 
have increased tremendously. In 
1933 his shop equipment was not 
in line with the competing super 
service stations even at that time. 
The comparison between the two 
years shows what modern equip- 
ment will do for any dealer. They 
are worth the attention of not 
in general but 
makers of shop and greasing 
equipment as well. The records 
month by month are: 


1933 1935 

GOMMOTT coccsraaae 149 1,303 
PODPURTY .nccccess 183 1,246 
NT wanne's 137 1,676 
MS ae oa eras 169 1,727 
ate a eee hes 182 1,903 
cee ea ae hana aie 186 2,017 
AD, a cccssten 1,006 9,872 


This represents a gain of 8,866 
orders which constitute a business 
opportunity for any dealer who 
doubts the possibilities of a neigh- 
borhood sales and service station. 
When a dealer can spend $16,000 
for a new building which makes 


line. He installed pumps outside 
of the new sales and service 
station and here is what he has 
pumped so far this year: Janu- 
ary: 6,223 gallons; February, 6,536 
gallons; March, 8,532 gallons; 
April, 8,487 gallons; May, 9,164 gal- 
lons; June, 10,304 gallons. This 
gives a total of 49,528 gallons or 
an average gallonage of 8,210 per 
month, in spite of conventional 
gasoline dispensing stations scat- 
tered all over the city, some of 
which are close by. 

On new car and truck sales 
Nall has an increase of 57 cars 
for the six months of 1935 com- 
pared to the figures for 1933. His 
total to date is 154 which re- 
presents a little better than 60 
per cent of his car allotment 
| for the year. This might have 
| been increased except for certain 
conditions over which he had no 
control. Used car sales have not 
quite equaled the figures of 1933 
but Nall says that used cars sales 





have slackened up a little as is 
shown by the fact that for May 
and June this year he has sold 
35 fewer units than in 1933. 

In presenting this picture ADN 
feels that it is answering a lot of 


(Continued on Page 18, Col. 3) 
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National Brands Require 
Advertising to Survive 


Chicago, July 26.—Instead of be- 
ing self- perpetuating, national 
brands need constant effort in 
such forms as manufacturer-job- 
ber co-operation and advertising 
if they are to survive in the pres- 
ent-day battle of competition, ac- 
cording to the MEWA Times, 
issued by the Motor and Equip- 
ment Wholesalers Assn. 


“Thinking in this channel rela- 
tive to the automotive mainten- 
ance market is made easier by 
considering advertising as a 
builder of acceptance rather than 
the builder of a demand,” it is 
stated. 

Two Types of Buying 

“Buying psychology can be 
divided into two types. First, the 
buyer who is trading with a 
stranger. Then advertising plays 
its maximum part. Knowledge of 
or confidence in a product serves 
as a satisfactory substitute when 
one has no knowledge of the 
stranger from whom he is pur- 
chasing that product. In such a 
situation advertising is the pre- 
dominating force which assures 
the sale, and the buyer is well 
aware of the brand of merchan- 
dise which he is using. 


“Second, the buyer who is 
trading with an old and trusted 
friend. In this relationship the 
jobber’s prestige is the leading 
influence which inspires the sale, 
and the buyer not always is 
aware of the brand of merchan- 
dise he is obtaining. 


Jobber Helps 


“Thus, there are _ instances, 
many of them, where something 
more than advertising is neces- 
sary if the manufacturer is to at- 
tain the fullest possibilities of the 
several assets which he has built 
into a nationally advertised line. 
Pre-eminent among these addi- 
tional requirements is the co- 
ordinated support of those who 
distribute such products. Unless 
the jobber carries the thought 
forward, many a manufacturer's 
expensive message is lost before 
it reaches its destination. 


“Advertising has its maximum | 


effect when it is tied in skillfully 
with personal sales effort. 
tool, not even advertising, is com- 
pletely automatic. Its value de- 
pends upon the extent and the 


intelligence with which it is used. | 


“Tf manufacturers are to retain 
their identity in the trade, it will 


be by the perpetuation of nation- | 


ally advertised brands. Special 


brand distributors 


will they turn a hand to promote 


Seven Dealer 
Groups Seeking 
Unified Laws 
Minneapolis, Sian. July 26. 


Unification in legislation and 
handling of sales throughout the 


midwest was sought at a confer- | 


ence of secretaries of seven state 
automobile dealers associations at 
Minneapolis. 

Minnesota, Wisconsin, Iowa, Ne- 
braska, Illinois and North and 
South Dakota 
represented at 
which Arnon Benson, secretary of 
the Minnesota association, pre- 
sided. 

Establishing of municipal junk 
yards in which old traded auto- 
mobiles would be relegated was 
discussed by the secretaries. 

Under the plan advanced, deal- 
ers would be allowed small fees 
for the junk automobiles from 
funds allocated to the safety of 
public highways. 

Among those attending were: 
C. W. Coons, Peoria, Ill.; C. R. 
Dalrymple, Fargo, N. D.; H. M. 
Whisman, Huron, S. D.; Ned 
Bailey, Omaha, Neb.; Louis Milan, 
Milwaukee, and Benson. 





are not inter- | 
ested in this accomplishment, nor | 


associations were | 
the meeting at| 








No | 





anyone’s future but their own. 


“The manufacturer’s friend and 
partner in this connection has al- 
ways been and continues to be 
the jobber. There are many job- 
bers who have spent more time 
selling the manufacturer’s name 
than selling their own name. 
Even today in many jobber estab- 
lishments the name of one or 
more manufacturer stands out 
more than the name of the firm. 





fective avenue toward the reten- 
tion of his own trade identity 
continues to be the jobber. There- 
fore, he owes the jobber a very 
definite obligation and protection 
for this type of co-operation. The 
manufacturer also owes it to him- 
self to better equip and train the 
jobber sales organization to sup- 
port his advertising program, thus 
supplying the necessary additional 
force for the perpetuation of na- 
tional brands the preservation of 
manufacturer’s identity. 





“The industry has become too 
big, too broad, too complex for a 
manufacturer to be able to lift 


“The manufacturer’s most ef-| himself by his own bootstraps. 





It is time for both manufacturers 
and jobbers to look about and be 
loyal to those who are loyal to/| 
them.” 


9 


ments of these companies are 
alleged to be false and misleading 
in that the respondents represent 
and imply that they own 1,000, 


| 1,200, and 1,250 vans, and have 600 


Van Companies Charged | 
With False Advertising 
Washington, D. C., July 26.—| 
Misrepresentations in the sale of 
services and facilities in the 
transfer and hauling business are 
alleged in a Federal Trade Com-| 
mission complaint against K & E| 
De Luxe Padded Van Co., Inc., | 
and United Van Service, both of | 
Jersey City, N. J. Advertise-| 


or more offices and are national 
or international organizations in 
scope. 


It is alleged that the companies 
also represent and imply that 
they own all the equipment used 
in transporting goods to all parts 
of the United States and Canada, 
without subcontracting or sub- 
letting any business received to 
other carriers and that by virtue 
thereof the shipper of goods as- 
sumes no risk of sub-letting to 
irresponsible carriers. 


EVERY Truck User a Prospect for 
INTERNATIONAL 


That’s the broad market ahead for 
International dealers 


HETHER a man needs a ¥2-ton truck, a powerful 
six wheeler, or any size in between, the Interna- 
tional Truck dealer can get the business. That’s the ad- 
vantage of allying yourself with International Har- 
vester—the manufacturer of a full line of trucks. The 
International dealer never has to pass up business 
he always has the truck that is needed for the job. 
The full line also makes it possible for owners to 
standardize on International Trucks. To the dealer 
this means the building of a sound, substantial busi- 
ness for the years ahead—“repeat” orders come along 
with practically no effort on your part. 
Investigate the International Truck franchise now. 
Our nearest branch will give youcomplete information. 





Here Is What International Offers: 


A complete line of trucks from 1-ton to powerful six 
wheelers. A reputation without equal for quality and 
after-sale service. 230 International Harvester branches 
offering International dealers the closest possible assistance 
in sales and service. International Truck finance plan on 
both new and used trucks. Largest advertising cam- 


paign of any full line truck 


manufacturer, constantly 


promoting the sale of Internationals in national 
magazines, newspapers, vocational publications, and 


through direct mail. 


INTERNATIONAL HARVESTER COMPANY 


606 So. Michigan Ave. 


OF AMERICA 


(INCORPORATED) 


Chicago, Illinois 


NTERNATIONAL TRUCK 
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U. S. Automotive Exports Show Seasonal Decline 


Figures Show Decrease 


Of 15% Below April 


Washington, July 26.—Exports 
of automotive products from the 
United States declined seasonally 
during May, it is revealed in fig- 
ures compiled by the U. S, De- 
partment of Commerce. 


Total shipments abroad under 
this classification during the 
month were valued at $19,338,159, 
a decline of 15 per cent as com- 
pared with the April figure of 
$22,867,948, and 9 per cent as 
against the May, 1934 total of $21,- 
295,707. It is pointed out, how- 
ever, that the monthly average 
for automotive exports in the 
January-May period of the cur- 
rent year is $21,393,750, as com- 
pared with $17,851,245 for the 
corresponding period of 1934 and 
$7,161,614 recorded in the like 
period of 1933. 

Passenger car shipments de- 
clined from 18,244 units valued at 
$9,941,430 in April to 13,503 units 
valued at $7,990,134 in May. This 
lowered figure, it was stated, was 
due entirely to the decreased ship- 


ments in the lowest price class, | 


the demand in all other price 
groups being notably stronger. 
The Union of South Africa re- 
tained its position as the leading 
foreign outlet for American pas- 
senger cars followed by Australia, 
Sweden, Belgium and Brazil in 
the order named, 


Truck exports in May numbered | 


6,235 units, valued at $3,308,371, as 
compared with 8,075 units valued 
at $4,130,089 in April with the 
valuation of each capacity class 
being reduced. Australia, Japan, 
Brazil, Mexico, Union of South 





Africa, Argentina, Cuba, and 
Egypt were the chief purchasers 
of trucks during the month. 


Minneapolis Seeking 
30-Mile Speed Limit 

Minneapolis, Minn., July 26.— 
Co-operation of Mayor Latimer 
and Judge W. C. Larson of traf- 
fic court in establishing and en- 
forcing a 30-mile-an-hour speed 
maximum for motor cars in Min- 
neapolis will be sought by the 
city council committee on traffic. 
The proposed maximum is above 
that fixed by state law, which 
provides that a speed of 20 miles 
an hour is prima facie evidence 
of guilt in the event of an acci- 
dent. 

Frank C. Berry, manager of 
the safety department of the 
Automobile Club of Minneapolis, 
and J. C. Vincent, traffic engi- 
neer, said surveys indicated that 
excessive speed is responsible for 
the increasing fatalities, injuries 
and property losses growing out 
of automobile accidents in Min- 
neapolis. 


Will Eliminate Cheaters 


Indianapolis, Ind., July 26.—A 
plan for eliminating cheating by 
persons claiming gasoline tax re- 


funds was announced here by Lau- 
rence F. Sullivan, state auditor. 

Sullivan estimated that the state 
has lost between $100,000 and $200,- 
000 annually through illegal re- 
funds. The state gasoline tax law 
provides for refunding tax paid for 
gasoline used in tractors or stoves 
or in any manner except in vehicles 
using highways. 


ee AUTOMOBILE 
MANUFACTURERS 
AND DEALERS 


The only exclusive automobile warehouse in 


the City of New York 


Offers for YOUR convenience 


UNLOADING ec SERVICING e 
DELIVERY AND STORAGE 
OF AUTOMOBILES 


Also 


Boxed and unboxed automobiles for export 


DELIVERY SERVICE TO ALL PARTS OF 
THE METROPOLITAN AREA 


Route your cars NYCRR 60th St. 


Station 


Y Mellish Warehouses 


Rates on Request 


THE JAY A. MELLISH 
WAREHOUSES, INC. 
Established 1923 
312 WEST 60TH STREET 
NEW YORK, N. Y. 





Double, Double, Double 





When Mr. and Mrs. Harmon Loveless and Mr. and Mrs. Herman 
Loveless walked into the Buick show room the salesman had two pros- 
pects instead of one. Twins married to twins, the Lovelesses are identical 
as to appearance, wear identical clothes and drive Buicks of the same 


type. 


Herman and Harmon are 


All four grew up together in the Ozark region of Arkansas. 
associated with the 


U. S. Bureau of 


Animal Husbandry. 





Trucker’s Satety Program 
Approach 


©— 





Washington, D. C., July 26.— 
Plans for the organized industry’s 
first national safety campaign, 
sponsored by American Trucking 
Assns., Inc., neared completion 
here this week. 

During the week it was an- 
nounced: . 

1. That a final draft of the 
rules and regulations of the con- 
test are in the hands of the ATA 
Safety Committee, awaiting its 
approval by wire. 

Entry Blanks 


2, That about 5,000 entry 
blanks are being mailed to indi- 
vidual operators, local and state 
trucking associations, chambers 
of commerce, and to other 
agencies interested in the promo- 
tion of highway safety. 

3. That the awards will not be 
based solely on driving records, 
but on the methods used for 
maintaining data on accidents 
and for analyzing them; main- 
tenance and inspection systems; 
and methods of choosing drivers 
and educating them from a safety 
standpoint. 


Must Include Data 


Consequently, the records for 
the year ended July 31, 1935, 
which must be submitted by op- 
erators in order to place them- 
selves in the contest, must in- 
clude accurate data on accidents 
and any resulting claims. 

The records must be submitted 
to ATA by Sept. 5. They must 
show the number of vehicles op- 
erated and the total miles driven 
for each of the 12 months. Facts 
on the number of trucks involved 
in accidents with other vehicles; 
the number of all kinds of acci- 
dents; and whether the damage 
caused was to the vehicle, cargo, 
or involved personal injury, also 
are desirable. 

The contest will be open both to 
for-hire and private operators. 
Stimulating the maintenance of 
accident records and methods of 
reducing the avoidable mishaps, 
it is hoped, ultimately will tend 
toward a reduction of insurance 
rates. 


Autoists Plan to Fight 


Curb Parking Meters 
Oklahoma City, Okla., July 26.— 
Nickel in the slot parking was 
introduced here last week and 
promptly precipitated an uproar. 
This is how the meters work: 
A motorist drives his car into 
the space blocked off with white 
lines along the curbing. When he 
deposits a nickel in the meter, set 


es Completion 


at the edge of the curbing, a flag 
flies up indicating the meter has 
been “paid.” 

Then a hand starts moving 
slowly across a graduated scale. 
When it indicates the hour is up, 
the flag drops. Policemen may 
“tag” a car for being in the space 
without its rent paid. 

Two hundred of the meters have 
been installed here. Several hours 
after they went into service the 
city council approved a contract 
to purchase more of them. 

Autoists plan to fight the meter 
system and free legal aid has been 
offered to those entangled with 
the “law” over their failure to 


Buick Sales Gain 
23% for Second 
10-Day Period 


Flint, Mich., July 26.—Further 
evidence pointing toward the ex- 
pected upswing in steel and other 
heavy industries is seen in the 
latest retail sales report of the 
Buick Motor Co. released today 
by W. F. Hufstader, general sales 
manager. 

The figures, covering the second 
10-day period in July, show an 
average increase in sales through- 
out the country of nearly 23 per 
cent over those reported for the 
first third of the month. Used car 
sales likewise showed a marked 
rise, increasing approximately 19 
per cent. 

“Every section of the country 
exhibited a gain in the 10-day 
period just ended,” Hufstader de- 
clared. “Deliveries of new cars 
to purchasers in the _ eastern 
states are up more than 19 per 
cent; in the mid-western area, 16 
per cent; in the south, approxi- 
mately the same amount. 

“The Pacific coast showed a 
jump of 76.7 per cent, while our 
offices in El Paso, Texas, Great 
Falls, Mont., and Salt Lake City 
report an increase of nearly 49 
per cent in the territory they 
cover. 

“Sales of used cars made by our 
dealers climbed also. The great- 
est gain was made in the Middle 
West, where a rise of 243 per 
cent is reported. Corresponding 
increases were recorded i other 
sections as evidenced by the fact 
that the average for the country 
has risen 19 per cent in the last 
10 days.” 

New car sales for the period 
totaled 1,978. 





Ford Starts 
New Plant at 
Northville, Mich. 


Detroit, Sie 26.—Ground is be- 
ing broken by the Ford Motor Co, 
at Northville, Mich., for a new 
plant to replace the present Ford 
factory in that city, in which all 
valves used in Ford cars and 
trucks are made. 


The new factory, designed by 
Albert Kahn, Detroit architect, 
will be a one-story structure of 
steel and brick, 200 ft. long by 
100 ft. wide, with a half basement 
to house the power plant, set in 
landscaped grounds near the site 
of the present factory, which, on 
the completion of the new one, 
about the first of the year, will be 
dismantled and razed. Approxi- 
mately 300 men will be employed, 
the number at present working 
at Northville. 


Artificial Lake 


Decorative features of the new 
layout will be an artificial lake, 
formed by the daming of the 
River Rouge just above the Seven 
Mile Road in Northville, and an 
overshot wheel, operated by water 
piped from the head of Yerke’s 
Pond. 

This waterwheel likewise will 
be a part of the power equipment 
of the plant, but only a minor 
part since the River Rouge at this 
point has insufficient power and 
the new valve factory will require 
from 1,200 to 1,500 kilowatts. 


The present valve factory at 
Northville is the oldest of the 
so-called Ford “village industries.” 
It began operations in 1920 and 
to date has produced more than 
163,000,000 valves — 50,000,000 for 
the V-8 type motors alone. The 
valves are of alloy, cast at the 
Rouge plant and finished at 
Northville. 


Village Industries 


With the completion of the new 
Northville valve plant, the num- 
ber of Henry Ford’s little indus- 
tries along the River Rouge, all 
completely modern and all set in 
beautifully landscaped grounds, 
will be six. The others are at 
Plymouth (taps and dies), Water- 
ford (gages), Phoenix (generator 
cut-outs and switches), Nankin 
Mills (screw machine parts) and 
Newburg, where a new air-condi- 
tioned factory for the manufac- 
ture of drills is about to begin 


operations. 

Other factories in the Ford 
“little industries” chain are on 
the Huron River, notably the 


generator and starter plant at 
Ypsilanti where 1,000 men and 
women are employed, and the 
lamp factory at Flat Rock, in 
which approximately the same 
number of employes produce all 
headlamps, taillights and dome- 
lights used in the Ford industry. 


Sales Boom Reflected 


In Ind. License Figures 


Indianapolis, Ind., July 26.—A 
boom in the automobile business 
is reflected in figures released by 
the state automobile license de- 
partment. 


For the fiscal year ending July 
1, collections on motor vehicle li- 
censes were $625,975 greater than 
the preceding year. The total for 
the year was $7,700,064, with most 
of this from passenger license 
fees. 


In the first six months of 1935, 
$4,509,912 was collected in passen- 
ger car license fees, while in the 
entire calendar year of 1934 col- 
lections were $4,202,160. 

The figures also showed there 
were 80,472 new car purchases in 
the first six months of 1935, while 
in a similar period of 1934 the 
total was 52,442. Used cars also 
showed a gain, with 176,812 in the 
first six months as compared to 
132,540 in the same period of last 
year. 








Roosevelt Policy Called 
“Inetfectual” by Foes 


(Continued from Page 1) 


over, it is pointed out, there is 
the strongest probability that a 
far larger and broader volume of 
protest will be heard by the Sen- 
ate committee than was recorded 
at the steam-roller hearings of 
the House Ways and Means 
group. 

The tax bill approved by the 
House committee, providing for 
both an excess profits tax and a 
corporation levy, but omitting the 
President’s inter-corporation tax 
recommendation, was the target 
for outspoken criticism on Cap- 
itol Hill, attacks emanating from 
majority as well as minority mem- 
bers both in the House and Sen- 
ate. In many quarters it was de- 
clared to be “a face-saver for the 
President.” 


The excess profits tax, as pro- | 


posed, starts with 5 per cent on 
profits between 8 and 12 per cent, 
and ranges upwards to 20 per 
cent on profits above 25 per cent. 


The unofficial estimated yield of | 


this levy is $100,000,000. 
No estimates as to yield 
available on the proposed 





are | 
cor- | 


poration income tax of from 13% | 


per cent to 144 per cent, accord- | 
L. | 


ing to Representative Robert 
Doughton, chairman of the House 
Ways and Means 
That group will stand by 
President against exemptions of 


committee. | 
the | 


corporations from Federal income | 
taxes on gifts to charity, up to 5 | 


per cent of their net earnings. 


Attacked on Capitol Hill as on | 
“ineffectual” bill which while fail- | 
ing to “share the wealth” stands | 


as another stumbling block to 
business and industrial recovery, 
the measure apparently had few 
friends in any quarter here. 

For example, one observer 
pointed out that even at the top 


Olds to Hire 
Plant Veterans 


This Summer 


Lansing, Mich., July 26.—Pref- 
erence for Summer employment 
at the Oldsmobile factory will be 
given to those men longest in the 
employ of the company and quali- 
fied to do the work which must 
be done. 

This was the statement today 
of C. L. McCuen, president and 
general manager of Oldsmobile, 
in announcing the plan of the 
management for employment dur- 
ing the short Summer layoff 
period. 

“We are going to need a large 
number of men to do various 
types of work during the period 
in which we will be enlarging our 
plant for future production,” he 
said. “We are going over the 
payroll and offer work first to 
those men who have been with us 
longest and who are short of 
hours for the year. Of course, 
they must be qualified to do the 
particular work. 

“Principally we need millrights, 
carpenters, electricians, plumbers, 
steamfitters and others who are 
trained in various construction 
trades.” 

“The men are being picked ac- 
cording to seniority, ability in the 
trades needed, and the number of 
hours they have worked for the 
year. For instance, if a man has 
been with us 20 years and worked 
the full number of hours, he is 
not selected. But if another man 
who has worked the same length 
of time has not worked the maxi- 
mum schedule, he is given first 
consideration for any position 
open which he is qualified to fill.” 

At the same time McCuen an- 
nounced that loans would be 
made to Oldsmobile employes dur- 
ing the layoff period in amounts 
up to $50. No interest will be 
charged on these loans which are 
to be repaid in small installments 
from wages after the factory re- 
opens. 
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Industry Masses to Attack Tax Program 


figure of $250,000,000, the proposed 
revenues would not finance the 
expenses of the Federal govern-| 
ment “even for the short period| 
the committee considered the 
bill.” Expenditures by the treas- 
ury for recovery and relief alone} 
during the first half of July were 
shown by official figures to be 
more than $252,000,000, while total 
outlays in the 15 days were more 
than $535,000,000. 


In the Senate, Chairman Harri- 
son of the finance committee will 
face an insistent demand on the 
part of Senator Robert M. Lafol- 
lette jr., and others of the Pro-| 
gressive group, for a far broader | 





“share-the-wealth” tax program. 
A significant development here 


etter 


this week was the increasing dis- 
satisfaction with what is being 
termed the “dangerously oppor- 
tunistic fiscal and revenue policy” 
of the administration, a view ex- 
pressed not only by representa- 


| tives of outstanding business, in- 
| dustrial, and financial groups, but 


by hitherto enthusiastic Congres- 
sional supporters of the New Deal 
as well. 

This dissatisfaction, which has 
been growing, was vastly stimu- 
lated this week when details of 
the ways and means committee 
tax draft became known. 

In this connection especial in- 
terest attached to a radio address 
from here by Senator David I. 
Walsh, Massachusetts, a leading 
Democrat. During the course of 
his talk Senator Walsh declared 
that it is “unfortunate” the ques- 
tion of taxes has not been pre- 
sented to Congress “as a revenue 
measure rather than as a reform 
measure.” 


Gis SWiVvly SHOWED 


CAR OWNERS WANT IN UPHOLSTERY 


IN AN independent survey, car owners all over the country were 
asked what they considered the most important qualities a good 
upholstery should have. Twelve or thirteen qualities figured in the 
tabulated answers, but the three leaders were: 
(2) Beauty, (3) Ease of Cleaning. These figures are especially inter- 
esting to the automobile dealer, because they show how to shape 
the sales emphasis when discussing upholstery with prospects. 


sd 
| 
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Registrations Gain 
In S. Dakota Counties 


Pierre, S. D., July 26.—All ex- 
cept 13 of South Dakota’s 64 or- 


ganized counties reported  in- 
creased automobile registrations 
during the first six months of 


1935 as compared with the same 
period last year, figures released 
by the state motor vehicle depart- 
ment showed today. 

In only two organized counties 
did truck registration figures fall 
below the 1934 figures. 

Total registration figures for 
the state show 138,857 automo- 
biles and 22,667 trucks recorded 
with the motor department by 
July 1, an increase of 4,833 auto- 
mobiles and 2,458 trucks over the 
number reported by July 1, 1934. 


Texas Registrations Up 
Austin, Tex., July 26. — Figures 
compiled by the Bureau of Business 
Research disclose that June regis- 


GH position Kg 


trations of new passenger cars in 
Texas were substantially below June, 
1934, but held up well in comparison 
with the May, 1935 total. ; 

Reports from 16 representative 
counties give a total of 5,249 regis- 
trations, less than 1 per cent below 
the May figure and 11 per cent less 
than a year ago. Cars in the higher 
price brackets made a more favor- 
able showing than the lowest price 
cars. 

Sales during the first half of the 
year, according to the bureau’s re- 
port, totaled 82,973 cars, an in- 
crease of 22.3 per cent over the 
corresponding period of last year. 


To Make 7,000 Jobs 

Toronto, Ont., July 26 (UTPS) — 
Hon. Peter Heenan, minister of 
labor of Ontario, estimates that jobs 
for 7,000 men will be provided in 
connection with the work of con- 
structing the several connecting links 
of the Ontario section of the trans- 
Canada motor highway. Tenders 
now are being let for this construc- 
tion work, covering a total of 165 
miles of road at a cost of approx- 
imately $2,500,000. 











MEETS THEIR DEMANDS— 


& 
AVENUE 


AIKMAN 


ER ONE 


DURABILITY was out in front. Modern Mohair Velvet is the most du- 
rable of all upholstery materials, because the wear is taken on the tips of the 
surface fibres. Grueling rubbing tests on wear-test machines used by the 
U.S. Bureau of Standards show that it outwears all other upholstery fabrics. 


BEAUTY ran a very close second. The lustrous beauty of Mohair Velvet has 
made it “‘the style that never goes out.”? Modern low-pile Mohair Velvet, with 
its finer tailoring quality and new soft finishes, will set the style pace for 


EASE OF CLEANING came in third. Here, as in durability, Mohair 
Velvet is in a class by itself. Dust remains loose in the surface fibres, can be 
brushed out quickly. Stains can be removed without leaving “‘cleaning rings.’ 
And it is the only upholstery that can be safely washed with soap and water. 


> 


CORPORATION 


NEW YORK CITY 


UPHOLSTERY 
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June New Car Financing Volume Gains Over ’34 


Increase of 62% Shown 
As Compared to June 733 


Washington, July 26.—Prelimi- 
nary estimates by the U. S. De- 
partment of Commerce show that 
the dollar volume of retail financ- 
ing of new passenger automobiles 
increased 1.5 per cent for June 
as compared with June, 1934 and 
gained 62 per cent compared with 
June, 1933. As compared with 
May, 1935, there was an increase 
of about 1.4 per cent. The aggre- 
gate volume for the first six 
months of this year was 21 per 
cent above the first six months 
of 1934 and 121 per cent higher 
than the corresponding period of 
1933. 

All percentages presented are 
based on daily average figures 
with each business day of the 
week weighted according to the 
relative volume of business as 
determined by experience in the 
trade. Comparison of June, 1935, 
with the same month of previous 
years and the percentage changes 
from May to June in past years 
are shown below: 


Comparisons of June, 1935, with 
the Same Month of Previous 
years 
June, 1935 was: 

1.5 per cent higher than June, 1934 
61.7 per cent higher than June, 1933 
85.7 per cent higher than June, 1932 
14.1 per cent higher than June, 1931 
23.3 per cent lower than June, 1930 
43.0 per cent lower than June, 1929 


May-June Changes 
Percentage Change from May 


See, TOE ovcscess + 1.4 
ome, 1906 ..cccccs + 11 
SS ee -++-15.3 
ee 110.6 
ee tS 
meme, 1968 .ncccces 0 
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These estimates on automobile 
financing are based upon figures 
reported to the Bureau of the 
Census by a sample group of large 
finance companies that have been 
in continuous operation since 
1929. The dollar volume of these 
organizations represents over 
three-fourths of the business writ- 
ten by all finance companies re- 
porting to the Bureau of the 
Census and the early receipt of 
their figures makes it possible 
for the Bureau of Foreign and 
Domestic Commerce to make 
monthly estimates much in ad- 
vance of the regular reports. 


NADA and PAA 
Study Federal 
Trade Surveys 


(Continued from Page 5) 


to hold as the property of their 
state and national and local associ- 
ations which can be used by them 
for their benefit alone. 

“Arrangements have been com- 
pleted to pass this information 
through neutral agencies such as the 
Edward Payton, Ernst & Ernst 
combination. In this manner no one 
will know what dealers are report- 
ing other than these neutral and 
trusted advisers. 

“These are the considerations which 
caused this executive staff to defer 
action after the governments offer 
a matter of four days, but we are 
now most anxious to act. 

“Finally you may be fully assured 
that we are entirely willing to fol- 
low either course. That of endorsing 
the government survey; turning 
operations over to them, or proceed- 
ing with the trade as above sug- 
gested. 

“For your further information Mr. 
Payton will be in St. Louis the end 
of this week preparing data already 
compiled for the first NADA release 
of survey information. Points proven 
in the PAA survey will be forcibly 
upheld by releases on the national 
survey. 

“We ask your complete under- 
standing, consideration; we will be 








forcibly influenced by your conven- 
tions decision.”—National Automobile 
Dealers Assn., F. W. A. Vesper, 
president. 


To which the PAA answered: 


“Sincere thanks for your telegram 
conveying greetings to the PAA on 
their 15th annual convention and 
appreciation of our co-operation on 
your national dealer profit survey. 

“Heartily approve your plan to 
have 4,000 dealer statements ana- 
lyzed by end of September with 
timely releases of your survey in- 
formation in the interim feeling that 
any necessary expenditure to secure 
national factual data is justified for 
the benefit of all dealers. 

“After carefully considering your 
detailed telegram regarding co-opera- 
tion with Department of Commerce 
regarding national retail dealer sur- 
vey we feel that we would be 





pleased to have you, in the event 
the government decides to go into 
a survey, supply to the government 
all the advice and counsel there is 
available to you in order to keep the 
survey in line with the best interests 
of dealers and we endorse this con- 
templated government survey feel- 
ing that the interpretations of the 
information obtained will prove the 
necessity for immediate  correc- 
tive measures that will provide a 
profit commensurate with manage- 
ment and dealers’ financial risk. 

“If analysis of any plan of survey 
submitted by the government should 
indicate that the interests of the 
dealers would not be best served we 
suggest that endorsement be with- 
held. 

“We desire to assure you of our 
wholehearted co-operation and sup- 
port in connection with your profit 
survey activities.’—George G. Mc- 
Farland, 1st vice-president, National 
Auto Dealers Assn.; Charles L. Day, 
president, Pennsylvania Automotive 
Assn.; George A. Hoeveler, director, 
National Auto Dealers Assn.; C. S. 
Klugh, manager, Pennsylvania Auto- 
motive Assn. 





Appeals to Dealers to 
Co-operate with NADA 


Seattle, Wash., July 26.—A. S. 
Eldridge, regional director for Na- 
tional Automobile Dealers Assn., 
and president of the Washington 
Automotive Trades Assn., has is- 
sued an appeal urging dealers to 
co-operate with the NADA, espe- 
cially in the used car field, now 
that the code has been eliminated. 

Locally used car stocks are pil- 
ing up, as sales have not kept 
pace with the tremendous rush of 
new car sales. 

Eldridge says: “The individual 
dealer is unable to win his case 
single-handed, but by co-operative 
effort of all, improvements in ex- 
isting conditions can be secured.” 
The used car problem and efforts 
for a “more equitable franchise” 
are two topics to which Eldridge 
refers in this dictum. 


Tool Manufacturers 


Choose New Directors 


Dayton, O., July 26.—Officers 
who will serve the Tool Manu- 
facturers’ Assn, for the coming 
year are as follows: J. E. Jack- 
lin, Dayton, president and trus- 
tee; J. F. Deibel, Columbus, vice- 
president and trustee; H. L. Neil- 
son, Dayton, secretary; W. M. 
Haben, Dayton, trustee; George 
J. Capliske, Dayton, treasurer and 
trustee; H. J. Kohl, Dayton, trus- 
tee. 

The association was organized 
in 1927, with Oscar M. Poock as 
its first president, and member- 
ship includes tool manufacturers 
in central and southern Ohio and 
eastern Indiana, It was formed 
for the purpose of stabilizing and 
bettering the industry and has 
been instrumental in perfecting 
a national organization under the 
name of the Special Tool Die and 
Machine Shop Institute. 





How *25,000 grew to 
More than 
*1 OOO,000 


The story of one man’s 


experience with PONTIAC... 
THE FRANCHISE WITH A FUTURE 


Sény “ . 

Not so many years ago Community Motors opened for 
business in an unpretentious building, scarcely large enough 
to house our small stock of cars. Chicagoans who knew 


anything at all about the new company, knew of it as just 


one more dealer organization among many. 


66enn _ e . a . i ‘ P 
Today, Community Motors is a Chicago institution, with 
seven spacious showrooms and service departments in all 


parts of the city. 


rupted progress, so consistent and so rapid that the original 
capital of $25,000 has swelled to assets totaling very close 


by HUGO A. WEHMEIER 
Vice-President and General Manager 
Community Motors, Inc. 
Chicago, Illinois 


to a million dollars. 


Its history is a record of almost uninter- 





We have sold to date over 78,000 
cars, representing a total volume of $60,283,481. 


“Most gratifying of all is the fact that there seems to be no 
limit to our progress. This year, for example, is turning 
out to be one of the biggest years we have ever had. 
sold a very impressive number of cars in 1934, but sales 
for 1935 will easily be double that figure. 


We 


““We have all worked, and worked hard this year to make 
this record possible, but we freely admit that much of the 


Prosper with 








Automobile Fatalities Decrease, ‘Survey Shows 
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4,575 Lives ‘Lost So Far 
This Year; 137 Last Week 





Washington, D. C., July 26.—A) 
total of 4,575 persons lost their 
lives in automobile accidents in 
86 principal cities, during the first 
29 weeks of this year, according 
to reports made public by the 
U. S. Bureau of the Census. This 
figure is a reduction of 14 from 
the same 1934 period. Last week 
137 fatalities occurred in com- 
parison with 149 automobile 
deaths in the previous week. 
During the same week last year 
135 persons died as the result of 
automobile accidents. 

New York reporied 21 automo- 
bile fatalities compared with 12 
the previous week. Chicago’s toll 
was above the previous week 
with 18 deaths compared with 15. 





In Los Angeles, three deaths oc- 
curred as against nine during the 
previous seven-day period, while 
Pittsburgh reported no fatalities 
for the week. 

Fifty-five of the 86 cities re- 
ported no fatalities for the week 
and 30 reduced the toll below the 
previous week. For the 29th con- 
secutive week no automobile fa- 
tality occurred in New Bedford, 
Mass., the only city of more than 
100,000 population in the country 
to have a clean record for 1935. 





U. S. Court of Appeals 


Reverses Auto-Lite Case 
Detroit, July 26.—The decision 
of Federal Judge Inch in the 
Electric Auto-Lite Co.’s_ case 


13 





against the P. & D. Mfg. Co., for 
patent infringement and unfair 
competition, has been reversed by 
three Federal judges sitting as a 
U. S. Circuit Court of Appeals. 

Under Judge Inch’s decision, 
the P. & D. Co. had been enjoined 
from, among other things, using 
the words “to fit Auto-Lite” or 
any abbreviation in describing 
replacement parts designed to fit 
Auto-Lite equipment. The com- 
pany was also forbidden to use 
Auto-Lite part numbers to identi- 
fy the parts which it made and 
offered for sale. 

The Circuit Court of Appeals, 
in reversing the decision, dis- 
solves the injunction and dis- 
misses the Auto-Lite bill of com- 
plaint in its entirety. 

A complete copy of the reversal 
decision has been distributed 
jointly by the Motor and Equip- 
ment Mfrs. Assn. and the National 
Standard Parts Assn. to their 
members. 


Cosart Week Winners 
Meet Dodge Officials 


Detroit, July 26.—Dodge dealers 
and salesmen of Chicago, some 
80 strong and headed by Lee 
Cosart, manager of the Dodge or- 
ganization’s Chicago region, will 
arrive at Detroit early Monday. 

The visit is the final act in 
“Lee Cosart Week,” a sales com- 
petition that brought rewards to 
the men who will spend several 
days in the motor city. 

The jaunt will be marked by 
meetings and dinners and by 
visits through the company’s pas- 





senger car and truck plants. 
Optimist 
Bethune, Sask., July 26.— Crop 


prospects look so good to W. Ham- 
ilton that he has gassed up his 1919 
model car and brought it forth from 
the garage for the first time in six 
years. 








credit belongs to Pontiac. You gave us 
a line of cars for 1935 that stands head 
and shoulders above the rest of the low- 
price field in everything that appeals to 
You priced these cars low 
enough to open up a vast new market for 
yourdealers. Y ouradvertising has given us 
store trafic far beyond anything we have 


the public. 


previously experienced, and your 


promotion ideas are all sensible, practical 
your attitude of 


and effective. In short, 


helpfulness and co-operation makes our 
association as pleasant and profitable as 





sales 


establishments- 


a business connection could possibly be. 


6 hey ° ° 
There may be better franchises 


Motor Company but we have yet to see another that 
We have found it pays to represent a 
company that thinks in terms of years instead of a single 
We are completely satisfied with the franchise with a 


even interests us. 


year. 
future.”’ 
This letter from Mr. 


. ‘ 
tration of what we mean by 


A GENERAL MOTORS 


than that of the Pontiac 


Community Motor’s growth 
twenty-five foot store to these seven spacious 
speaks eloquently of the op- 
portunity presented by the Pontiacfranchise. 


point in common 





sales are made, liber: 
parts and accessories, 
financial assistance, 


association with a d 
Motors. Mr. Weh1 
witness to the result. 


froma 


to know that the 


advantageous, exists 


recently selected cert 


especially promising fields for selling Pontiacs. 
munities vary widely in size and location but all have one 
a Pontiac dealership in any one of them 
promises a fine return on a comparatively small investment. 
We will be glad to reveal the location of these communities 


on request. 


Hugo Wehmeier is a perfect illus- 
‘prosper with Pontiac.” 
want our dealers to make money; we do all in our power 
to help them, with a dealer program that includes a prod- 
uct renowned for reliability, a line of cars covering the low- 


We 


cate with Mr. 
Manager, 
munication will be regarded as strictly confidential. 


i ie he 
Pontiac Motor Company, Pontiac, 


Community Motors, 


a 
COMMUNITY ™ 


price field where 92% of all automobile 


il discounts on cars, 
wholesale and retail 


strong, consistent ad- 
vertising and sales promotion programs, 
and the many practical benefits of an 


ivision of General 
neier’s words bear 


It will interest foresighted business men 


opportunity which 
Inc. has found so 
today. We have 
ain communities 
‘These com- 


as 


If you are interested in obtaining the Pontiac franchise, please communi- 
Gilpin, Vice-President and General Sales 


Michigan. Your com- 


FRANCHISE 


PONTIAC 


Borg-Warner 


Reports Earnings 
For Six Months 


Chicago, July 26.—Earnings of 
$3,011,332.14 for the six months 
ended June 30 were reported to- 
day by the Borg-Warner Corp. 
after deducting $111,664 for divi- 
dends paid to preferred stock- 
holders. 

There was a net profit of $2,- 
899,668.14 to common stockhold- 
ers, amounting to $2.51 per share 
on the 1,150,928 shares outstand- 
ing. The consolidated balance 
sheet of the corporation showed 
net assets of $23,122,621.18 of 
which $10,245,507.63 was in cash. 
Total assets were $39,070,400.32. 


Aubomsethes 


On the Air 





MONDAY, JULY 29 

6:45 P.M.—SUN OIL (NBC, Bhlue), 
Thomas 

7:45 P.M.—PHILCO (Columbia), 

8:30 P.M.—FIRESTONE 


Lowell 


Boake Carter. 


(NBC, Red), The 
Voice of Firestone — mixed chorus and 
William Daly’s symphonic orchestra. 

9:00 P.M.—SINCLAIR (NBC, Blue), Sinclair 
minstrel show with Geme Arnold, inter- 
locutor, 

TUESDAY, JULY 30 

6:45 P.M.—SUN OIL (NBC, Blue), Lowell 
Thomas, 

7:45 P.M.—PIIILCO (Columbia), Boake Carter. 

9:30 P.M.—FORD (Columbia), Fred Waring’s 
Pennsylvanians and Colonel Stoopnagle & 
Budd. 

TEXAS (NBC, Red), Eddy Duchin and his 
Fire Chief orchestra; guest singers, 


WEDNESDAY, JULY 31 
6:45 P.M.—SUN OIL (NBC, Blue), 
Thomas. 
7:45 P.M.—PIIILCO (Columbia), 


Lowell 
Boake Carter. 


THURSDAY, AUG. |! 
6:45 P.M.—SUN OIL (NBC, Bilue), 
Thomas, 
7:45 P.M.—PHILCO (Columbia), Boake Carter. 
10:00 P.M.—STEWART-WARNER (Columbia), 
Alemite Half Hour with Heidt’s Brigadiers. 


Lowell 


FRIDAY, AUG, 2 
6:45 P.M.—SUN OIL (NBC, 


Thomas 


Blue), Lowell 


Boake Carter. 


7:45 P.M.—PHILC 0 (Columbia), 

8:00 P.M.—CITIES SERVICE (NBC, Red), 
Cities Service Concert—Jessica Dragonette, 
soprano, and the Citles Service quartet; 
Frank Banta and Milton Rettenberg, plano 
duo; Rosario Sourdon’s orchestra; “The 
Game of the Week’’—baseball talk by Ford 
Bond 
SOCONY VACUUM (Columbia), Socony 
Sketchbook with Johnny Green's orchestra; 
Virginia Verrill, singer, and Christopher 
Morley 

10:00 P.M.—STUDEBAKER (Columbia), Rich- 
ard Himber and Studebaker Champions, 

10:30 P.M.—GOODRICI (NBC, Red), Joe 
Cook, comedian, with B. A. Rolfe and his 
Silvertown orchestra; Tim & Irene; Lucy 
Monroe, Teddy Bergman, Phil Duey, Pes 
LaCentra and Goodrich Modern Choir, 

12:30 A.M.—STUDEBAKER (Columbia), Rich- 
ard Himber and Studebaker Champions, 
SATURDAY, AUG. 3 
9:00 P.M.—CIIEVROLET (NBC, Red), G Men 


mm Official Department 


vuthentic cases fre 

of Justice files, dramatized by Phillips Lord. 

9:30 P.M.—SHELL OIL (NBC, Red), The 
Shell Chateau starring Al Jolson; guest 
artists; Victor Young's orchestra 

SUNDAY, AUG. 4 

6:30 P.M.—ACME (Columbia), Smilin’ Ed 
McConnell 

8:30 P.M.—GULF (Columbia), Gulf Headliners 
with James Melton, tenor; Revelers quartet; 
Hallie Stiles, soprano; Pickens Sisters and 
Frank Tours’ orchestra. 


Brake Lining Up 
New York, July 26.—Sales of 
brake linings and clutch facings by 
United States manufacturers during 
1934 totaled $17,161,000, an increase 
of 13% per cent over the previous 


year when sales were $15,120,000, 
| according to a report released by 
the Brake Lining Manufacturers’ 
Assn., Ince. 

Sales for the industry in 1934 
showed an increase of 26 per cent 
compared with sales during 1932, 


| the low year of the depression, but 
were only 59 per cent of the 1929 
volume. The association indicated 
that the improvement since 1932 is 
due, largely, to the increase in auto- 
mobile production, 





’ . . ry 
Geisey Joins FWD 
Clintonville, Wis., July 26.—D. F. 
Geisey has joined the staff of the 
Harrisburg, Pa., branch of the Four 
Wheel Drive Auto Co. as technical 
sales assistant. For the past 10 
years, he has been connected with 
the Long Lines Division of the A. 

| F, @ PB Co. 
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Deplores Over-Reliance 
On Finance Companies 


Detroit, July 26.—In an article 
headed, “It’s Time for a Last- 
Ditch Battle,” written exclusively 
for and published in the current 
issue of the official bulletin of 
the National Automobile Dealers 
Assn., H. Bertram Lewis, veteran 
automobile man and writer on 
automotive subjects for 20 years, 
says: 

“Here, in outline, 
job right now: 

“1. To support the present 
NADA profit survey to the ut- 
most and supply requested factual | 


is the dealer’s 





data as required. 

“2. To back to the limit all 
sensible organized efforts to se- 
cure larger factory discounts, 
fairer contracts and better treat- 





ment generally. The factories} 
don’t find profit-making easy un- 
der present day conditions, and 
necessity will force them to 


snatch a penny anywhere they 
find one. Unless the dealers fight | 
for a fair cut and a square deal | 


most of the pennies thus garnered | 
will come from what might have 


been their profits. The factories 
will not mean to be piratical— 
they will simply act as you or I 
might act in their position—but 


the net result upon the dealer’s 
welfare will be quite the same as 
if they had that motive. 

“3. To get enough capital into 
their business to own it them- 
selves. At present many of them 
are little better than hirelings of 
the finance companies—who 


own their new and used car in-| gently 


ventories and thus provide the 
working capital required to keep 
them going. The finance compa- 
nies will always be priceless allies | 
of the dealer but his present av- 
erage state of complete depen- 
dence on them throws the whole 
situation out of plumb. 


| There 


“4, To trade used cars for what 
they’re worth, volume or no vol- 
ume, Code or no Code, and to give 
up the franchise if that policy 
doesn’t satisfy the factory. Going 
broke to help a factory pay divi- 


dends may be highly philanthro- | 


pic but it doesn’t pay the rent. 
“5. To manage their operations 


with far more skill and thorough- | 


ness than they ever did before. 
The dealer’s plight is not all the 
factory’s fault by any manner of 
means. There’s no such thing as 
making a business pay by run- 
ning a department at a time, 


| pushing new cars for six months, 


used cars for three, and dividing 
the rest of the year between serv- 
ice and other odd jobs. The way 
to make a dealership successful is 


to keep behind each function of | 


the business every day—to have 
an objective in mind for each one | 
and to push forever towards it. 
| The first plan has been standard 
| for years with the _ trade. 
was a time when you 
in spite of the fact 


25 


couldn’t lose 
that it 
out of balance. But that golden 
era is many years behind us and 
will never come again. All-around 
good management that functions 
every day is the dealer’s only pos- 
sible means of survival hence- 
forth to the end of the chapter. 
Co-ordination Needed 

“6. To train their associates 
and subordinates in all the fine 
points of their work. There is 
almost no such thing as intelli- 
co-ordinated effort 
throughout the length and 
breadth of any dealer’s organiza- 
tion, i.e., 


part in producing a unified result 
and the work of each department 
supplements the work of every 
other in promoting a general ob- 
jective.” 
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kept the business always | . ? 
E a Said to be the first all-wheel 


a set-up in which each | 
|employe plays a well - rehearsed 





| 





| Marmon-Herrington people. 





4-Wheel fishes Ford 





drive truck to sell for less than $1,500, 
this version of the Ford V-8 truck is being brought out by the 


The truck is standard except for the 
| four-wheel drive which has been, it is asserted, tested and engineered 
by Marmon-Herrington for many 


months past. Production has al- 


ready been started on two four-wheel drive models 
and two six-wheel drive models. 


Body Styles and Colors 


Depend 


Pontiac, Mich., July 26.—That 
body styles follow the price range 
and colors predominate according 
to body types and territorial lo- 
cations is evident from studies 
made by the sales department of 
the Pontiac Motor Co., says A. W. 
L. Gilpin, vice-president and gen- 


eral sales manager. 


“Figures show that approxi- 
mately 40 per cent of Pontiac 
production and sales of 1935 cars 
have been eights,” says Gilpin, 
“the balance being divided be- 
tween the six and de luxe six. As 
a general rule the larger the 
population center the greater the 
percentage of eight cylinder sales. 
In many instances they run from 
50 to 70 per cent of the total. 

South and West 

“The principal exceptions to 
this higher ratio of eights to 
sixes in the large cities come 
through the south and certain 
parts of the southwest and west. 
Larger incomes in the big indus- 
trial and financial cities of the 
east and north throw the balance 
strongly in favor of the eight. 
However, in the south and south- 
west and the smaller cities of the 
west larger rural and small town 
incomes offset the absence of the 
high percentage of big incomes 
in the metropolitan centers, and 
the balance swings to the six cyl- 
inder models. 

“Another model trend is the 
changing ratio of sedans to tour- 
ing sedans with trunks between 
the six cylinder and eight lines. 
For instance, there are twice as 
many four-door sedans as there 
are touring sedans in the six cyl- 


inder line, while among the de 
luxe six cylinder models the pro- 
portion is much more equal. 
Trunk models run heavier than 
straight sedan models in the 
eight cylinder line. In other 
words a larger percentage of 
eight cylinder purchasers go in 
for the touring models with 


built-in trunks. 
Choice of Colors 
When it comes to colors on 
Pontiac cars, the purchaser has a 
choice of seven standard colors 
with one additional color at extra 
cost. The standard colors are 





on Localities 


black, dark blue, light blue, gray, 
green, brown and maroon. The 
extra color is cream. 

“With respect to colors, black 
remains the most popular with a 
total of 45 per cent of all models 
to its credit. Of the two blues, 
the dark shade takes precedence 
over the lighter hue. 

“Brown is more popular on the 
Pacific Coast than in any other 
section of the country. Maroon 
seldom is selected in the South 
or on the Pacific Coast. 

“The cream color has been most 
popular for the sport coupes and 
cabriolet models. 


Gray, Green Popular 


“Although gray and green are 
among the most popular colors, 
their selection seems to be uni- 
form regardless of body style or 
section of the country, the survey 
reveals. 

“For a time the seven colors 
were not available on all models 
of both sixes and eights. How- 
ever, it is possible now to obtain 
all of the shades on any of the 
models purchased.” 


U. S. Asbestos Division 
Forms Chicago Branch 


Chicago, July 26.—-The United 
States Asbestos division, of Ray- 
bestos - Manhattan, has absorbed 
its subsidiary, the United States 
Asbestos Co. of Illinois, and 
henceforth the offices and ware- 
house maintained here for many 
years will be operated as the 
Chicago branch of the United 
States Asbestos division. 

F. A. Miller, replacement sales 
manager, announces the advance- 
ment of J. A. Wheatley, who has 
been the district sales manager in 
Chicago since the first of the 
year, to branch manager. He 
states further that a closer con- 
tact between the home office and 
the trade will result from this 
branch office control. 

Packing and gasket sales will 
be handled separately from auto- 
motive sales under the manage- 
ment of G. L. Hammons, who has 
been associated with the com- 
pany for over 25 years, Miller 
said. 

















Urges Dealers to Own Their Businesses 


| 


Use Ice Cream Salt 


To Build Highways 


Ithaca, N. Y., July 26.— 
The recent floods here pro- 
vided a severe test for an 
experimental stretch of salt 
highway which is_ being 
sponsored by the Interna- 
tional Salt Co. 

The experimental stretch is 
on a heavily traveled road 
which carries approximately 
Fol- 


1,500—3,000 cars daily. 
lowing the invasion of the 


floodwaters, the highway 
was declared to be eminent- 
ly satisfactory. 

The same rock salt that 
goes into an ice cream 
freezer is used on this road. 
The material, far cheaper in 
initial cost and maintenance 
than asphalt, is intended 
for use on secondary or 
“farm to market roads.” 





Chicago Galena 


Reduce Cost of 
Auto Stickers 


Chicago, July 26. 


-A cut of 20 
per cent in city vehicle license 
stickers for Chicago motorists 


has just been effected through 
passage of an ordinance by the 
city council. The bill was spon- 
sored by Mayor E. J. Kelly and 
went through without opposition. 

Motor cars of 35 and less rated 
horsepower will pay $8 after Jan. 
1, 1936, instead of $10, as at pres- 
ent. Those above 35 horsepower 
will pay $16 instead of $20, the 
present fee. 

The reductions by the city fol- 
low similar decreases, amounting 
to 10 per cent, for state vehicle 
plates by reason of a bill passed 
by the state legislature. 


Plans are under way to include 
a drivers’ license bill for Illinois 
motorists in a special session of 
the legislature scheduled for Sep- 
tember. A hitch up to now has 
been the question of financial re- 
sponsibility or compulsory insur- 
ance for owners, a section advo- 
cated in some quarters and op- 
posed in others. 

Automobile dealers for the first 
time in this state will have to be 
licensed, due to two bills which 
were passed and which require 
licensing of all dealers in used 
cars. This provision takes in new 
car dealers. One of the bills was 
signed by Gov. Henry Horner and 
the other became a law when he 
took no action upon it. 


De Soto Canadian Sales 
Increase 150 Per Cent 


Montreal, Can., July 26.—Im- 
pressive increase in De Soto sales 
for the first six months is shown 
in figures released by Al. J. Shaw, 
vice-president in charge of sales, 
De Soto Motor Corp. of Canada, 
Ltd. 

Shipments to dealers in the six 
months’ period ending June 30 
are up 152 per cent over ship- 
ments for the same period last 
year. 

“These figures are indicative of 
the keen retail demand which 
has been apparent all this year,” 
explained Shaw. “Cars have 
been moving steadily from our 
dealers to the retail buyers, hence 
this huge increase in our ship- 
ments.” 

One factor that has affected 
the demand for De Soto cars par- 
ticularly this year, according to 
Shaw is the public’s desire to 
enjoy the luxury provided by cars 
in the medium price field. “There 
has been a distinct tendency to 
‘buy-up’ thus the greater increase 
in sales of cars in this price 
field,” he concluded. 








Survey Shows Bakers Ath Largest Truck Owners 


Buy $16,555,000 Trucks, 
$9,240,000 Tires Yearly 


Detroit, July 26.—The baking] 
industry is fourth most important | 
market for trucks and tires, ac- 
cording to a survey by the maga- 
zine, Bakers’ Helper, Chicago. 

Outnumbered only by the gro- 
cery, gasoline and lumber indus- 
tries, respectively, the baking in- 
dustry operates a total of 82,572 
trucks with a value of $66,201,000. 


Report 20,668 Units 

Annual new trucks purchased 
by bakers are reported at 20,668 
units valued at $16,555,000. If you 
like statistics, that means that 
bakers buy a truck every 10 min- 
utes, every day, Sundays and 
holidays. 

With loads that are bulky but 
not heavy, light trucks with large 
body area and capacity are pre- 
ferred. More one-ton than any 
other capacity are operated by 
bakers. A breakdown follows: 
Half-ton 16,280 
Ton 34,420 
One and one-half ton...... 28,040 
Two-ton 





82.572 | 


ale 


Even during the depression, the | 
survey points out, the number of | 
trucks operated by bakers showed | 
industry | 


growth. Although the 
uses horse-drawn and electric ve- 


hicles, the gasoline truck showed | 


|Minn. Needs $4,200,000 


the greatest increase: 


1926 1931 1934 
Gasoline 

trucks . 48,385 
Electric 4,828 
Horse-drawn 22,929 17,480 15,000 


74,135 97,720 97,751 


The baking industry buys over 
$10,000,000 worth of new tires 
every year, the survey continues. 
Tire costs per truck per year 
range from $90 to $195, depending 
on mileage, roads, route lengths 
and other factors. The average 
cost runs about $112. 


75,865 
4,375 


79,549 


The total annual bakery tire bill | 


3,202 | 


| sota has two ways of using this 





is as follows: 


| der one method so much of the 
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Truck tires yearly $ 9,240,000 | 
Service passenger car 
tires yearly 850,000 

Total ...............+.$10,090,000 | 

With an average daily mileage | 
of 64 miles, truck operation is| 
15 per cent to 25 per cent of the 
baker’s total operating cost. The | 
average annual cost of operating a| 
bakery truck per year is $964 and 
is divided as follows: 
Pet. | 
Gasoline 

taxes) 


(including gasoline 


Miscellaneous car expenses, 
including outside washing. 1.09 

Chassis repair parts and out- 
side labor 

Chassis repair—own labor... 

Body repairs and painting... 

Maintenance, wages, includ- 
ing washing—own labor... 

Garage supplies 

Garage rent, repairs and de- 


7.09 | 
2.36 | 


7.45 


preciation 
Licenses 
Depreciation of cars......... 16.36 | 
Insurance 

Other facts reported in the sur- | 
vey indicate that the average life 
of the truck chassis is 3% years 
and the body five years. Insu-| 
lation is used on 24 per cent of | 
the bodies. 


For Federal Road Aid 

St. Paul, Minn., July 26.—A to-| 
tal of $4,200,000 of state funds will 
be needed for the regular federal | 
aid program, N. W. Elsberg, state 
highway commissioner, declared 
today, if permanent, worth-while 
construction results are to be ob- 
tained, and not a “pick and 
shovel” job. 

With an allotment of $10,000,000 
of emergency federal highway 
and grade crossing funds, Minne- 
Un- 


money, Elsberg explained. 





Exhibits “ Tool a 
To be Worth $4,000,000 


Cleveland, July 26.— The 1935 | 
Machine Tool Show, to be held| 
here Sept. 11 to 21, will be the)! 
first since the beginning of the 
depression, and will review six 
years’ effort on the part of ma- 
chine tool builders to improve 
efficiency and accuracy, accord- 
ing to Herman H. Lind, general 
manager of the National Machine 
Tool Builders’ Assn., the organ- 
ization sponsoring the show. 


More Than 900 


Included in the exhibit will be 
more than 900 working machines | 
of about 600 different types, as 
well as hundreds of small tools, 
gauges and other accessories nec- 
essary to machine tool operation. 
The total value is estimated at 
about $4,000,000. 

“The purpose of the machine} 
tool exhibition,” Lind said, “is to| 
gather together for exhibit in the | 
‘World’s Greatest Machine Shop’ | 
the primary tools that are in| 
some way superior to similar} 
types shown in previous shows. | 
They represent the present-day 
stage in the evolution of man’s} 
attempt to enjoy greater comforts | 
with less physical effort. 

“As some men are continually | 
creating new things to meet new 
needs, others are developing ma- | 
chines for producing these things. | 
The result of their labor is pro-| 
duction of the things at a cost} 
which permits greater numbers 
of people to own and enjoy them. 
It is obvious that as the market 
for them grows, there is more 
employment in production, distri- 
bution and servicing. 





“To put the automobile, the 
radio, the electric refrigerator, 
the modern kitchen stove, the air- | 
conditioner—in fact, the hundreds 
of articles that are now taken for 
granted—within reach of the av-| 
erage American family, efficient 
machines are necessary. Ma- | 
chines are referred to as labor} 
saving devices because they make 
men’s labor lighter. But they do 
more than that. They produce 
the things that men and their 
families need at costs that an in- 





| creasing number of them can af- | 


ford to pay. For every time the | 
cost of an article can be reduced 
by more efficient or rapid pro-| 
duction, it means that the selling | 
price to the consumer can be 
made less, which makes it possi- 


| ble for a larger number of people 


to buy that article. These in turn 
mean that more of the article 
will be made, so that more and 
more people will be employed in 
making it.” 

Committee Members 


Members of the exposition com- 
mittee are: W. P. Kirk, vice- 
president, Pratt & Whitney Co., 
Hartford, Conn., chairman; 
George L. Erwin jr., sales man- 
ager, Kearney & Trecker, Mil-| 
waukee; J. G. Hey, vice-president, 
Avey Drilling Machine Co., Cin- 
cinnati; Norman D. MacLeod, 
president, Abrasive Machine Tool 
Co., East Providence, R. I., and 
W. E. Whipp, president, Monarch 
Machine Tool Co., Sidney, O. 
Chas. J. Stilwell, vice-president, 
Warner & Swasey Co., Cleveland, 
is president of the association. 


amount must be spent directly in 
wages that not enough is left for 
purchase of materials and use of 
machinery necessary for efficient 
construction results. 

An alternate 
the Federal 


plan offered 


and other 
its employs 


materials, equipment 
expenses, providing 
relief labor on the 
man-year of employment for 
every $1,400 of federal funds 
spent. This would mean, Elsberg 
said, about 7,600 man years of re- 


| lief labor in the highway pro- 


gram. 
The relief fund program is dis- 
tinct from the regular federal aid 


SALES ARE 


IKE many other 


by | 
government permits | 
the state to use its own funds for | 


basis of one| 


| 
highway program, Elsberg| 


pointed out. The state has an 
allotment of approximately $3,- 
| 500,000 of regular federal aid for 
| the coming year which must be 
matched dollar for dollar with 
state funds. 


Proposed Inspection Law 

May Encourage Racket 
Indianapolis, Ind., July 26.—An 
ordinance to compel semi-annual 
inspection of all motor vehicles 
owned and operated by individ- 
| uals or business firms, exclusive 
| of the Federal government, has 
been introduced in the city coun- 
| cil here. 


| 





15 


The measure provides that the 
city establish such districts in the 
city as it deems sufficient places 
where the tests may be con- 
ducted, and provide a manner in 
which vehicles shall be presented 
for inspection. The inspection 
would include brakes, signaling 
devices, windshield wipers, re- 
flectors, steering mechanism, 
wheel alignment and tires. 

A fee of $1 would be charged 
for making the inspection, the 
money to go into the city general 
fund. A penalty for failure to 
comply with the law and for vio- 
lation of its provisions is con- 
tained in the ordinance. 





MADE OF 


products, a high 


percentage of automobile sales are 
made on recommendations —the 
recommendations of a friend, a 
relative, a garage mechanic, or the 


floor salesman. 


ec 


- «+. and it is equipped with a 


Willard Battery,’’ makes a recommen- 
dation increasingly convincing. 


For no other battery has ever won 
such a host of enthusiastic friends. No 
other battery has become so famous 
for its dependability—its performance 


—and its long life. 


No other battery 


can create more customer satisfac- 
tion or “buyer’s confidence” for an 


automobile. 


You can increase the acceptance of the 
cars you sell by equipping them with 
the battery that is the overwhelming 
favorite of car buyers everywhere. 


WILLARD STORAGE BATTERY CO. 
CLEVELAND, OHIO 





—an attitude quite in contrast 
with that which prevailed when 
the writer made his last compar- 
able trip around the rim of the 
United States. 

There was in the new attitude 
toward service something to in- 
spire confidence; a sense that the 
field had at last acquired a re- 
spectable degree of integrity. The 
step-child era, apparently, is one 
to which finis has been written, or 
is being written at a commendable 
rate. 

Service Stations, large and 
small, are a clear reflection of 
the new mood. Not only have 
their tools been increased and 
improved, but their equipment to- 
day includes items that are in- 
struments in the same sense that 
some of the finest devices in the 
production field are instruments. 
Viewed from the standpoint of 
the consumer, the man who buys 
service and wants his money’s 
worth, the modern service station 
equipment compels respects. 


Owner Viewpoint 

In looking over the facilities in 
this field, the writer kept always 
the perspective of the car owner 
and he came home convinced that 
the long distance tourist has noth- 
ing to worry about with respects 
to facilities for, and costs of, 
keeping his car running. 

This article is no place for a 
discussion of the delights of the 
trip itself. 

Suffice it to say that the auto- 
mobile industry in the United 
States has a gigantic opportunity 
in selling in the field of trans- 
continental travel. The facilities 
available are vastly better than 
they ever have been. 

In support of that statement, 
the writer’s carefully kept log 
shows less than fifty miles of 
highway, out of the 8,500 miles 
covered, which would have to be 
rated lower than second class. 
Even these 50 miles were more 
a matter of choice than necessity. 
They could have been avoided by 
the simple expedient of being will- 
ing to take a slightly longer way 
around. 


Another angle of the touring| 


subject which is_ particularly 
worthy of mention relates to its 
safety. The writer is thoroughly 
familiar with the 
ation including the specific angle 
of its relating to mishaps in 
strange territory and when trav- 
eling at high speeds. 
Only One Mishap 

However, in 8,500 miles of driv- 
ing, much of it in the company of 
other transcontinental travelers 
who also proceeded at cruising 
speeds as high as 70 miles an 
hour, he saw but one mishap. 
That was a minor affair in which 
no one was injured. It involved 
the overturning of a car as 
a result of lack of familiarity 
with driving technique on gravel 
surface roads. 

As to touring costs, in spite of 
the reductions in fares and other 
expenses by competing transpor- 
tation mediums, the automobile 
continues most effectively to meet 
the challenge of economy. Space 
permits only the briefest discus- 
sion of this aspect of the trip, 
but there were illuminating en- 
counters with persons who were 
traveling on budgets as low as 
$6 per day for two. The peak of 
cost, involving all the expenses of 
traveling 400 or more miles per 
day and living at the highest 
standards was represented in a 
daily budget of $20, again for two 
persons. 

There remains high adventure 
in transcontinental travel, but it 
is free from danger and from in- 
convenience. 

Time, in the ordinary course of 
events, should have robbed it of 
its novelty so far as this commen- 
tator is concerned. But, some- 





accident situ- | 


| than 
| sales increased monthly. 


| instead. 
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F inds Thorns Among Roses-—-But Mostly Roses 
Ullman’s 8,500 Mi. Jaunt ; 


Gives Reason for Optimism 


(Continued from Page 3) 


how, it does not work out that 
way. The trip was an experience 
that was entirely fresh and new, 
fine and lots of fun, and entirely 
convincing in its implications of 
what lies ahead for the industry 
and trade. 


Ashton G. Bean 


Elyria, O., July 26—Ashton G. 
Bean, chairman of the board of 
the White Motor Co., president of 
Bishop & Bab- 
cock Co. and a 
director of the 
Studebaker 
Corp., who died 
here of a heart 
attack last week 
at the age of 63, 
had won a wide 
reputation of 
being able to 
manage a com- 
pany so as to 
keep cost down 
and profits up 
without a loss of efficiency. He 
was at one time an amateur 
boxer and in a later match with 
the depression he brought the 
White company through with fly- 
ing colors. He was president of 
White until April when he was 
forced to quiet down from a long 
grind of re-establishing Stude- 
baker on a strong foothold. 


Elected 1931 

Bean became president of 
White in 1931, succeeding Robert 
W. Woodruff, retired, who said 
as he left: “We have found the 
man to fill the job.” 

In the first year at White, Bean 
cut $3,000,000 off the overhead, 
adjusted income and _ expendi- 
tures without impairing research 
and development. Not satisfied 
with that, he landed the largest 
order ever signed for heavy duty 
trucks, an order involving 774 
units for the City of New York. 

In 1900 he came to the Dean 
Electric Co. as treasurer and later 
became president. In 1925 he 
joined the Teagle Mfg. Co., Cleve- 
land, which later merged with 
Bishop & Babcock with Bean as 
president. 

Studebaker Receiver 

After having magically im- 
proved White, Bean became a co- 
receiver for Studebaker in March, 
1933. The company had barely 
$700,000 in cash. This increased 


A. G. Bean 


| to millions under his guidance, 


expenses were reduced by more 
$8,000,000 and Studebaker 
Stude- 
baker was the first automobile 
company to survive receivership. 

Offered the presidency of Stude- 
baker he said he was worn from 


| the work of re-establishing the 


and became a director 
In April he left the 
presidency of White, became a 
chairman, and began to take a 
little time for hunting and fish- 
ing. He had been hunting in 
Africa when White cabled him to 
come and take its helm. 

i Ete a A a aE EE TOM 


company, 


Arkansas Sales Tax 
Object of Test Suit 

Little Rock, Ark. July 26 
(UTPS).— Carrying out a threat 
of the Arkansas Automobile Deal- 
ers Assn. that a suit would be 
filed to test the validity of the 
recently enacted Arkansas 2 per 
cent sales tax, a test suit was 
filed in Pulaski chancery court 
last week to decide whether auto- 
mobile agencies are exempt from 
payment of the tax on sale of 
cars under section 15 of the Hall 
Act. 

The suit was filed by the Madi- 
son Cadillac Co. and contends 
that the section under question 
contains exemptions where privi- 
lege taxes are required by the 
State for certain types of busi- 
ness, 








Original Four Wheel Drive officers still on the job at the 25th anni- 
versary. Walter A. Olen, president and general manager (seated) 
with D. J. Rohrer, treasurer (left) and Frank Gause, secretary (right). 


K. T. Keller New President 
Of Chrysler Corporation 


(Continued from Page 2) 


premium on debentures of Dodge 
Bros. was called for redemption. 
In the 1934 first half the profit 
amounted to $1.88 a share. 

The board, which also elected 
Walter P. Chrysler jr., as a di- 
rector, also approved the expen- 
diture of $7,000,000 “for rounding 
out facilities” and for plant re- 
conditioning. 

Particularly significant in the 
report of the board is that for 
the first half sales totaled $295,- 
569,896, against $231,103,779 for 
the 1934 period. This is in line 
with a statement from the home 
office that in the first half the 
retail sales for all four of the 
units was 389,770, an all-time 
first-half high. 

The records show that the de- 
pression failed to halt Chrysler 
progress. This is illustrated by 
the reports of first half sales since 
1929. In that year the count was 
212,264. In 1930 sales for the first 
half totaled 146,076. Then came 
the depression and ’'31 showed 
112,428; in ’32, 124,906; in ’33, 175,- 
124 and in ’34, 389,770. 

How Walter P, Chrysler, ex- 





railroad hand and son of a Union 
Pacific locomotive engineer, rose | 
from a five-cent-an-hour appren- | 
ticeship to leadership in one of 
America’s greatest industries and | 
how Chrysler Corp.’s new presi- | 
dent, K. T. Keller, became Chair- | 
man Chrysler's number one man, 
is told in detail in Fortune Maga- 
zine’s August issue. 

The story of Chrysler Corp.,| 
however is not the story of Wal- 





ter P. Chrysler’s success” says 
Fortune. “On the contrary, the 
story of Walter P. Chrysler’s 
success is the story of the Chrys- 
ler Corp. With some men, and 
rarely, it is possible to describe 
an entire age or a vast institution 
in terms solely of the individual 
who dominates them. It is not 
possible with Walter Chrysler. 
Like the Dodge brothers whom he 
followed, Chrysler is a man of 
homely force, native shrewdness, 
and earthly intuition. But like 
the Dodge brothers he is not a 
man capable alone of establishing 
an industrial empire, The imperi- 
alism of industry like the imperi- 
alism of nations demands other 
qualities than the will to conquer.” 


Directs Production 

President Keller’s importance to 
the corporation is explained on 
two counts, according to the art- 
icle. “The first is that he has 
directed production not only for 
Chrysler but for all its various 
subsidiaries—Plymouth, De Soto, 
Dodge (of which he is still presi- 
dent), and the rest—and is there- 
fore largely accountable for the 
physical achievements of the en- 
terprise. The second is_ that, 


| second only to Chrysler, he has 


most deeply stamped his own 
character upon the corporation.” 

Of the 17 men to whom the 
| Chrysler Corp owes its greatest 
debt for the position it now occu- 
| pies in the automotive field, For- 
tune stresses the background of 
four individuals including Messrs. 





Automotive Boom Seen 
For Cornhusker State 


Lincoln, Neb. July 26.—The 
automotive sales and service busi- 
ness is pulling out of the depres- 
sion so fast that even the July 
doldrums can’t hit it in Nebraska, 
as shown by a concensus of Lin- 
coln, Omaha and Grand Island 
dealers. Backing up this expres- 
sion of optimism is the report for 
the Omaha trade territory by 
Dun & Bradstreet. 

At a meeting of 26 representa- 
tives new car dealers of Nebras- 
ka’s three largest cities at Lin- 
coln last week, an interview re- 
vealed that without exception the 
dealers have experienced an in- 
crease of new car sales ranging 
from 20 to 75 per cent for the 
first half of 1935 compared with 
the same period a year ago. The 


upturn from all indications will 
continue during the last half of 
the year, they said. 

One of the interesting phases 
of the automotive business in Ne- 
braska as indicated by the 26 
dealers is the increased empha- 
sis that is being placed on the 
service end of the business. Con- 
centration upon shop _ business 
was endorsed as a profit-getter 
for the remaining months of 1935. 

One of the hopeful signs in Ne- 
braska, it was said, is the manner 
in which Cornhusker state bank- 
ers are eying crop prospects and 
livestock prices with gleeful op- 
timism. The local representative 
of Dun & Bradstreet declared 
that the “summer slump has not 
materialized.” 


Chrysler and Keller. The other 
two are B. E. Hutchinson, form- 
erly vice-president and treasurer 
and now chairman of the Finance 
Committee, and Fred M. Zeder, 
chief engineer and now vice-chair- 
man, 


Labor Record Placid 

Referring to Chrysler’s rela- 
tions with labor, the magazine 
states that Chrysler had enjoyed 
an unusually placid labor record 
until the fall of 1933 when a tool 
and die strike hit the automobile 
industry. 

“The automobile industry, as all 
the world knows, has been a hard 
nut for organized labor to crack. 
One reason is that organized labor 
in general, and the AF of L in 
particular, operates horizontally 
on a craft basis whereas the auto- 
mobile industry, like most modern 
industries, is organized vertically.” 


Seek to Settle 
Truck War At 
Maryland Meet 


Baltimore, Md., July 26.—With 
the trucking interests of Mary- 
land unable to act in the truck 
war between West Virginia and 
Maryland because of internal re- 
organization activities and with 
the situation growing hourly more 
acute the Automobile Trade Assn. 
of Maryland, of which John E. 
Raine is general manager, took 
the initiative to protect the in- 
terests of its truck dealer mem- 
bers and sounded a call to the 
commissioners of the several 
states affected to meet in confer- 
ence to seek a truce. 

The conference call was ac- 
cepted by West Virginia, Mary- 
land, North Carolina, District of 
Columbia, Virginia, Ohio and 
Pennsylvania, and the meeting 
was arranged for Ocean City in 
conjunction with the annual con- 
vention of the Automobile Trade 
Assn. 

Attending the conference were: 
James P. Tierney, supervisor of 
transportation for West Virginia; 
Walter R. Rudy, commissioner of 
motor vehicles for Maryland, ac- 
companied by his deputy commis- 
sioner, D. Marshall Schroeder; W. 
A. Van Duzer, director of vehicles 
and traffic for the District of 
Columbia; L. S. Harris, director 
of the Motor Vehicle Bureau of 
North Carolina, accompanied by 
R. A. McLaughlin, the incumbent 
director; John Q. Rhodes jr., di- 
rector of the Division of Motor 
Vehicles for Virginia, and Frank 
West, registrar of motor vehicles 
for Ohio. Governor Harold G. 
Hoffman of New Jersey and 
former motor vehicle commis- 
sioner for that state also attended. 

Following the closed conference, 
James P. Tierney, Supervisor of 
Transportation for West Virginia 
issued the following statement: 

“We were unable to reach any 
conclusion of the main difficulty 
at this conference. However, 
there is a clearer understanding 
of the West Virginia law by other 
motor-vehicle administrators and 
a far better feeling. Also, there 
is a better hope of the ultimate 
solution of these reciprocal diffi- 
culties in the near future. Within 
the week, the other states will de- 
cide whether or not they are go- 
ing to observe the exemption in 
the West Virginia law with re- 
spect to unprocessed farm pro- 
duce and live stock.” 


Registrations Up 

Lincoln, Neb., July 26—An in- 
crease of 10,500 in total number of 
motor vehicles registered in Ne- 
braska and of $14,000 in license fees 
collected is reported by state offi- 
cials for the first six months of 1935 
as compared with the same period 
a year ago. Every class of motor 
vehicle shows a gain in number of 
license plates issued for this year 
over last. Taking all together, the 
record is 367,956 against 357,444 in 
the first half of 1934. The amount 
collected in fees totals $1,531,798, 
with several counties returning in- 
complete reports, where last year 
the fees amounted to $1,517,735. 
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‘Sell the Farmer’ is a New Slogan i in Middle West 


& 





No Drop ‘. 


is Foreseen 


As Farm Incomes Jump 


Minneapolis, Minn., July 26. 
Sell the Farmer! 
That’s the new slogan in the 


middle west farm areas as figures | 
disclose conspicuous increases in | 


farm income. 

Even if the AAA fails to pass 
pending test of constitutionality 
before the Supreme Court, no 
drop is expected. 

The AAA contracts, providing 
for crop control and rewarding 
benefit payments, are not con- 
tingent upon collection of pro- 
cessing taxes, it was pointed out 
in an article prepared for six mid- 
west farm magazines, including 
The Farmer of St. Paul, Minn. 


Representative figures for the | 


mid-west farm states pointing to 
sizeable increase in farmers’ in- 
comes are: 

Total cash income receipts for 
Minnesota farmers for the first 


five months of 1935 were $114,- | 





321,000 as compared to $84,219,000 | 


a year ago. 


Total cash farm income for six | 
effect of a patent on all kinds of 


middle western states was $808,- 
750,000 compared to $611,325,000 
in 1934. 

July 1 
yields of wheat, corn, oats, rye 
and barley were 108,500,000 tons 
for the nation, compared with 65,- 
200,000 tons for 1934. 

Meanwhile better times for the 
farmer were reflected in the 
northwest by repayment of St. 
Paul Land Bank 
rate of $38,000 daily. In Min- 
nesota, June repayments were 
$363,799, more than double a year 
ago. 


at South St. Paul when a few 


Hogs reached a five-year high | 


forecasts of combined | 


loans at the| 


| ing 


Se on. Vandenberg 


Will Re-Write 


Copyright Bill 





Detroit, July 26.— Prompt ac- 
tion on the part of a committee 
representing the National Stand- 
ard Parts Assn. and the Motor 
and Equipment Manufacturers 
Assn. has resulted in the re-writ- 
of an amendment to U. S. 
Senate bill S-3047 on the subject 
of copyrights, which, had it been 
passed as originally proposed, 
would have resulted disastrously 
to independent manufacturers and 
wholesalers in the automotive 
replacement parts field, accord- 
ing to a statement issued jointly 
by the two associations. 

The amendment as originally 
proposed by Senator Vandenberg 
of Michigan, would have had the 


merchandise and machines and 
upon all parts of them and would 
have resulted in preventing the 
production and distribution of re- 
placement parts and created 


| virtual monopoly in the hands of 


the car and truck manufacturers, 
the report states. 





Maintaining a vigilance over all | 


legislative matters pertaining to 
the independent replacement 
parts field, the joint committee 
on trade practices, upon learning 
of the amendment, immediately 


| bulletined an urgent request for 


choice lights sold for $10.35 per| 


hundred pounds. In 
hogs reached $11 for a five-year 
peak. 


Chrysler Sales 
Reach 4,319 Cars 
For 7- Day Period 


Detroit, July 26. Retail deliv- 
eries of Chrysler and Plymouth 
cars by Chrysler dealers in the 
week ending July 20 totaled 4,319 
units. Of this total 3,384 were 
Plymouths and _ 935 
This record shows an increase of 


6.7 per cent for Plymouth, 41.7/ Old 


per cent for Chrysler and 12.7 per | 
cent for the combined lines over 
the corresponding week of last} 
year. It is 27.3 per cent better | 
for Plymouth, 4.6 per cent better | 
for Chrysler and 21.6 per cent bet- 
ter for the combined lines than | 
the corresponding week of 1933. | 

In the 29 weeks of 1935 ending | 
July 20, Chrysler dealers deliv- | 


Chicago | 


| 


| 


| in 


ong 


ered at retail 93,084 Plymouths, | 


26,474 Chryslers, a grand total of | 
119,558 units. 
increase of 31.9 per cent for Plym- 
outh, 85.3 per cent for Chrysler 
and 40.9 per cent for the com- 
bined lines over the correspond- 
ing 29 weeks of 1934. It is better 
than the record for the corre- 
sponding 29 weeks of 1933 by 
104.6 per cent for Plymouth, 82.4 


This represerits an | 


per cent for Chrysler and 99.2 per | 


cent for the combined 
Against the corresponding weeks 
of 1932, it shows an improvement 
of 250.8 per cent for Plymouth, 
51 per cent for Chrysler and 171.3 
per cent for the combined lines. 


lines. | 
didly, 


Seek U. S. Aid 
St. Paul, Minn., July 26.—State 
highway department officials are | 
seeking federal funds for installa- | 


tion of flashing light rotating sig- | 


nals at grade crossings throughout 
Minnesota under the federal grade 
crossing relief work program. 

The lights would cost from $3,000 
to $5,000 for each crossing. Ap- 
proximately 10 locations have been 
proposed. 

Such safety devices are necessary, 
department officials declared, but 
the state has no funds available. 


action to the members of NSPA 


and MEMA and urged executives | 


of other associations 
placement field to do likewise. 
The result was a flood of tele- 
grams addressed to Congressmen 
Washington, which brought 
about a prompt statement from 
Senator Vandenberg, emphasizing 
the fact that the sole intention of 
his amendment was to protect 
“artistic designs,” such as _ pat- 
terns in furniture, the manufac- 
ture of which is one of Michigan’s 
large industries. Vandenberg 
stated that his amendment would 


promptly be re-written so as to} 


specifically exclude the automo- 
tive replacement parts industry. 


s Sales Pass 
Peak Set Back 
In 1929 Boom 


Lansing, Mich., July 26.—Olds- 
mobile retail sales for 1935 al- 
ready have passed the peak year 
of 1929, D. E. Ralston, vice-presi- 
dent and general sales manager, 
announced today. 

Sales for the second 10 days in 
July were 4,547 units, and for the 
year to date, up to July 20, a to- 
tal of 95,060 units have been sold. 
Since that time additional sales 
have carried the total beyond the 
figure of 95,837 which represents 
the 
entire year of 1929. 

“Sales are holding up 
” said Ralston, “and we still 
have a large bank of retail orders 
which are unfilled. It is gratify- 
ing that with five months of this 
year remaining, we already have 
passed the previous yearly sales 
record of Oldsmobile set in 1929.” 


Bans Picketing 

Kokomo, Ind., July 26. Judge 
Grover Bishop in city court recently 
held constitutional the Kokomo 
council’s ordinance prohibiting pick- 
eting. His decision means that 29 
pickets arrested recently in the vi- 
cinity of the Kokomo pottery plant 
must face trial for violation of the 
ordinance. The ordinance was cop- 
ied almost verbatim from a similar 
statute in effeet at Indianapolis. 


in the re-| 








number of units sold in the | 


splen- | 


a | 


| standard models 
| Holler said, totaled 137,128 units. 
| This is a gain of more than 366 


All He Can Get 

Are More New Parts 

Montreal, Can., July 26.— 
Maintaining the validity of 
a vendor’s guarantee which 
promised nothing more than 
“replacement of defective 
parts,” Justice Mackinnon 
has dismissed the action of 
Theodore Pizzigalli against 
Albert Touchette for return 
of the purchase price of 
Pizzigalli’s automobile. 
Plaintiff's contentions  re- 
garding the defective part 
of the car were upheld, and 
defense submissions on this 
point rejected, but it was 
deemed nevertheless’ that 
the plaintiff’s only recourse 
was to take the car back 


for repairs yet again. 
Proof showed that plain- 
tiff had bought a car from 


defendant in 1934. He pro- 
tested to the defendant, and 
the car was taken in for 
repair several times without 
permanent result. Finally 
the plaintiff demanded the 
return of his money, tender- 
ing the car. On refusal of 
this demand, the present 
action was instituted. 

Justice Mackinnon found 
that the defect was present, 
and that the plaintiff acted 
without negligence. In view 
of the fact that the vendor’s 
warranty expressly  stipu- 
lated that defective parts 
would be replaced, however, 
he dismissed the action. 





‘Heavy Demand 


For Chevrolet 
Standard Models 


Detroit, July 26.—In announcing 
the Chevrolet lines for 1935, offi- 
cials of the Chevrolet Motor Co. 
predicted last January that the 
country’s gradual recovery of buy- 
ing power would create a heavy 
demand for the new improved 
standard models, which are said 
to combine the advantages of per- 
formance and economy with low 
first cost. 

How correct they were in this 
prediction may be gauged by fig- 


| ures just released by W. E. Holler, 


vice-president and general sales 
manager of Chevrolet. Sales of 
through June, 


per cent over the figures for the 
corresponding period of 1934. 





Midland Steel Profit 

Cleveland, O., July 26—Midland 
Steel Products Co. reports for quar- 
ter ended June 30, 1935, net profit 
of $309,469 after expenses, depre- 
ciation, federal taxes, etc., equiva- 
lent after quarterly dividend re- 
quirements on the 8 per cent cumu- 
lative first preferred and the $2 
non-cumulative preferred stocks, to 
88 cents a share on 234,915 no-par 
shares of common stock. This com- 
pares with $344,031 or 53 cents a 
share on common in preceding quar- 
ter and $222,794 or $2.34 a share on 


occ, / 


94,925 shares of 8 per cent cumula- | 


tive first preferred stock in June 
quarter of previous year. 

For six months ended June 30, 
1935, net profit was $653,500 after 
charges and taxes, equal after six 
months dividend requirements on 
preferred stocks, to 92 cents a share 
on 234,915 common shares, compar- 
ing with $293,651 or $3.09 a share 
on 94,925 shares of first preferred 





stock in first half of 1934. 


Thoreson Named 
Gilead, 
Press Co., 


Mt. 
draulic 


which point will be covered Michi- 
Northwestern Ohio and North- 


gan, 
eastern Indiana. Announcement of 
the move was made by Howard F. | 


MacMillin, vice-president and gen- 
eral manager. The new sales office 
will be in charge of Reider Thoreson 
and will be located in the Curtis 
Bldg. 


O., July 26.—The Hy- | 
of this city, will | 
open a sales office in Detroit from | 


W. 


Akron, O., July 26.—P. 
Litchfield, president of The Good- 
year Tire & Rubber Co., arrived 
in New York 


yesterday after 
a trip around 
the world, dur- 
ing which he 
visited six of 
the company’s 
plants in opera- 
tion. 

He left last 
night for his 
home here to 
spend his 60th a 
birthday with P. W. Litchfield 
his family. 

The purpose of the trip was to 
open the newest Goodyear fac- 
tory in Java and to look over the 
93,000-acre rubber plantations of 
the company in Sumatra. 

During his trip he inspected 





Truckers Name National 


Washington, D. C., July 26.- 
For the purpose of 
about greater. stabilization of 
trucking rates the American 
Trucking Assns., Inc., has ap- 
pointed a national rates and tar- 
iffs committee. 

The members of the committee 
are Maurice Tucker, Tucker 
Freight Lines, South Bend, Ind., 
chairman; Joseph M. Adley, 





Rates, Tariff Committee | 


| P 


Litchfield Returns Home; 
Celebrates 60th Birthday 





the company’s 37,000-acre cotton 
plantation in Arizona and its tire 
factories in Los Angeles, Sydney, 
Australia, and Wolverhampton, 
England. Though Goodyear has 
been raising rubber in Sumatra 
since 1916 this was his first trip 
to the Far East. 


During his trip Litchfield 
stopped at Friedrichshafen, Ger- 
many, to discuss airship matters 
with Dr. Hugo Eckener and to 
look over the new Zeppelin air- 
ship, the LZ-129, now being com- 
pleted. It happened that his stop 
at Friedrichshafen marked also 
his 35th anniversary with Good- 
year. 


During his world trip he 
watched the first tire built at the 
Java plant and was given a com- 
plimentary dinner by M de Jonge, 
Governor General. 


Seedie Pacific Highway Trans- 
port, Tacoma, Wash.; and John 
L. Wilkinson, Carolina Transfer 


| and Storage Co., Charlotte, N. C. 


bringing | 


Transportation Research Bureau, | 


Hartford, Conn.; L. J. Benton, 


Kentucky Transport Co., 


ville, Ky.; Frank I. Hardy, Big 
Three, Inc., Boston; Ted Ficke|} 
jr.. John A. Patterson Trucking | 


Corp., New York City; 


Louis- | 


Cc 8! 


It will be the duty of this com- 
mittee to consider the problems 
of rates and tariffs, classifications 
and general rules necessary to 
the stabilization of rates. More- 
over, it will lay down certain fun- 


| damental principles for the estab- 


lishment of rates and classifica- 
tions, which will be observed in 
the study of the rate problem by 


subcommittees to be selected in 
every state. 
Tucker, who was here last 


week, said he did not intend to 
call a meeting of this committee 
until he had received suggestions 
from the field. 
































CHICAGO 
VACATION CHOICE 


A vacation in Chicago will afford you complete relaxation, 
diversion and amusement, including invigorating day- 
time and moonlight cruises on Lake Michigan, as well as 
a delightful education in such world-famous institutions 
as The Art Institute, Field Museum, Shedd Aquarium 
and Adler Planetarium, all located at Chicago's front 
door, within easy walking distance of The Stevens Hotel. 


The Stevens Hotel offers the following summerattractions: 
air cooled dining rooms, coffee shop, lobby and writing 
rooms—children’s Fairyland—roof promenade—sun 
bathing on the roof—exhilarating view of Lake Michigan 
and Grant Park—garage and ample parking space in 
connection—special weekly rates—write for information. 


STEVENS 


WORLD'S LARGEST HOTEL 


Single rooms with bath from 3.00—Double rooms with bath from 4.50 
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Gulf Oil Invades Neighborhood Service Field 


Joins Ford Dealership 
In Pittsburgh Operation 


By NORMAN L. PARK 
Pittsburgh, Pa., July 26.—Recognizing that the neigh- 
borhood service station idea offers too valuable an outlet 
for petroleum products to be ignored, the Gulf Refining 
Co. announced exclusively to Automotive Daily News 
this week that it is completing plans to open the largest 


combination gas station and 
here in late October. 
Slightly more than half of 


huge station, measuring a total of: 
22,500 square feet, will be leased 
to the McKinley-Gregg Co., Pitts- 
burgh Ford dealer. As modern 
and complete a sales and service 
unit as can be organized will be 
operated by the dealer. 

This new station, to be located 
in the Squirrel Hill residential 
section, where 21,000 motor cars 
pass during 18 hours of the day, 
will represent the first time a 
neighborhood sales and _ service 
station has been built and fi- 
nanced by an oil company in this 
area. 

Will Pump Gulf 

The Gulf company will operate 
the gasoline, oil and lubrication 
part of the business just as it 
does its regular service stations, 
delegating only such sales and 
services to McKinley - Gregg Co. 
as are generally handled by an 
automobile dealership. The en- 
tire station will be a co-operative 
venture, however, and will be op- 
erated in such a way that it will 
promote the best interests of both 


the dealer and the oil company. | 
In size the station will be sec- | 


ond in the country only to Stand- 
ard’s service-center in Washing- 
ton, D. C. It will be outfitted 
with the most modern and effi- 


cient equipment obtainable and} 
be spared to} 
make it the most attractive sta-| 


no expense will 
tion yet built. Only one story in 
height, it will be constructed of 
specially designed terra cotta and 
tile of a light cream color, 
slightly mottled with a darker 
shade. 
Full Repair Service 

McKinley-Gregg Co. will have 
11,500 square feet of space, in- 
cluding a brightly 
display room for new and used 
cars. Full repair and adjustment | 
service on all makes of cars will 
be available, including such work 
as replacing Ford engines with | 
factory rebuilt units. Certain 
heavy machine work will require 
taking the cars to McKinley- 
Grege’s main plant, however. 

All of the lubrication work will 
be done by Gulf employes, who 
will be trained by the Ford Motor 
Co., and it will be done according 
to Ford specifications and stand- 
ards. In this way patrons of the 
station will receive the same lu- 
brication job as they would get 
in a regular Ford agency. 

Five dual and one single gaso- 
line pumps of the latest type 
which record both the volume 
and the cost in dollars and cents, 
will be installed. They will be 
placed in such a way that ve- 
hicles can be at every pump and 
still not block entrance to any of 
the other service alleys. 


Exhaustive Study 


Plans for the new station have 
been worked out by Frank B. 
Gregg, manager of McKinley- 
Gregg Co., and by L. C. Turner | 
and other officials of the Gulf | 
Refining Co. An exhaustive na- 


tional study was conducted by the | 


illuminated | 





oil company to determine the best | 
location for the experiment with 
neighborhood car sales and petro- 
leum service, and the corner se- | 
lected was found to be the best. 
It will also permit first-hand di- | 
rection by the home office of the | 
company here. 

Another study made was to)! 
determine how far a car owner | 
will drive for a lubrication job or | 
for a repair or adjustment by a! 
garage. It was found that 85 per | 
cent of all motorists will not| 
drive farther than one and one-| 
half miles for these _ services, | 


|of additional 


auto dealership in existence 
the entire floor space of the 


largely because of the possibility 
that the station may be too busy 
to take care of them immediately. 
A dense residential population 
lies within a radius of a mile and 
one-half of the new location, and 
there is no Ford agency in the 
district. 

A conventional Gulf service sta- 
tion was operated at this corner 
until ground was broken this 
week for the new enterprise. 

In the opinion of Gregg a tie-up 
such as this between an auto 
dealer and an oil company gives 
the dealer most of the advan- 
tages of an independently owned 
and operated neighborhood serv- 
ice station without several of the 
disadvantages. 

“We had in mind opening a 
neighborhood service station in 
this area for some time, but it 
was impossible for us to get as 
good a location as the Gulf sta- 
tion,” Gregg stated. “Since we 
are primarily interested in the 
sale of cars and in repair and 
service of them, we are glad to 
handle that part of the work and 
to permit Gulf to take care of 
the petroleum end, which is its 
specialty. 

Can Contact Prospects 

“At the same time we will have 
the opportunity to make contacts 
with thousands of Gulf customers 
who will be attracted by the new 
station and who are already in 
the habit of buying gas and serv- 
ice at this location. 

“The new plan gives us prac- 
tically every opportunity of the 


| neighborhood station without the 


burden of the full investment.” 
No definite plans have been 
outlined on the exchange of pros- 
pective customers by the dealer 
and the oil company. Gregg and 
Turner believe that this will be 
accomplished chiefly by power of 
suggestion through the beauty 
and efficiency of the joint station. 


Fisher Body Corp. 
Buys Wood Plant 
In Memphis, Tenn. 


Detroit, July 26.—Purchase of 
the Murray Wood Products plant 
in Memphis, Tenn. was an- 
nounced today by the Fisher Body 
division of General Motors Corp. 

The plant built in 1929, occu- 
pies 360,000 square feet of floor 
space including 30 lumber kilns. 
It occupies a 44-acre tract. 

“The purchase of this property 
was made necessary for additional 
kiln drying, storage space and 
minor manufacturing operations,” 
said E. F. Fisher, general man- 
ager of the Fisher Body Corp. 
“Beyond this, no considerable ex- 
pansion of activities in Memphis 
is contemplated at present. 

“Operations of the present 
Fisher Body mill in Memphis will 
not be affected by the acquisition 
property,” Fisher 


Use More Gas 
Pierre, S. D., July 26.—A lot more 


| people burned a lot more gasoline 


in South Dakota during the fiscal 
year which ended on June 30. 

The tax increase was $167,738 for 
a total revenue from that source of 


$4,074,363 in the 12 months, accord- 


|ing to Frank Siewert, state treas- 


urer. > 
The tax is at the rate of four 
cents a gallon. 











Pittsburgh’s Newest 


This is the architect’s sketch of 
the new sales service station Gulf 
Refining Co. will operate jointly 
with McKinley Gregg, Ford 
dealer. Details of the floor plan 
can be seen at the right. 


General Motors 
Allison Division 


To Be Improved 


Indianapolis, Ind. July 26.— 
Actual work was begun this week 
on the extensive plant expansion 
program of the Allison Engineer- 
ing Co., a division of General 
Motors, at Speedway City. 

The contemplated improvements 
will be ready for use in about 
four weeks. The expansion is 


largely for the production of a| 


new 1,000-horsepower liquid-cooled 
aircraft engine. The new motor 


has been under development for | 


several years. 
Improvements 
plant, long identified with engi- 
neering research and _ develop- 
ment, are part of the General 
Motors general expansion and 
plant rehabilitation program 
which has been under way for 
the last several months, 


dollars for buildings and equip- 


ment in all parts of the country, | adoption 


the announcement here said. 
Construction and equipment of 
four 


of 41,000 feet is involved in the 
Indianapolis program. 

Improved facilities will bring 
about a substantial increase in 
the number of men employed at 
the factory, according to Norman 
H. Gilman, president and general 
manager of the Allison company. 
At present, approximately 200 
men are employee. 


a a 
Increases Iowa 
Dealers’ Profits 


(Continued from Page 8) 


questions and to further show the 
advantages of a real service sta- 
tion operation it must be borne 
in mind that Nall started bus- 
iness in 1929 with a cash capital 
of only $8,000. The corporation 
profit of the Nall Chevrolet Co., 
Inc. for the six and one half years 
in which it has been in business 
up to July 1, 1935 shows that the 
corporation has increased its cap- 
ital structure to over $100,000 net. 
Nall himself takes out a salary 
which a lot of dealers would like 
to have appear on their books as 
net for the year. In presenting 
the figures Nall states that the 
man who could persuade him to 
go back to the old time methods 
of doing business would have to 
have some argument. 


Chevrolet Hospital 


Flint, Mich., July 26.—The Chev- 
rolet Motor Co. has been granted 
a permit to erect a $20,000 hospital 
at the west end of the grounds of 
Plant No. 7 near the Flint River. 
The building will be one-story, 80 
feet four inches long and 50 feet 
four inches wide. 





at the Allison | 


involving | 


the expenditures of millions of | direct bid for foreign competition, 


modern manufacturing | 
buildings with a total floor space | 





“LEGEND: 


1 WASHER 
2 DRYER 


6 GUTTER 

7 DISPLAY CASE 
3 CLOStT 6 aie Stevice 

4 STAIRS TODASEMEAT 7 WATER SrRviCe 
5S GRATING 0 COLUMN 


1 ACAS TONET 
2 WOMENS ToLeT 


15 DESK 


16 GREASING PIT 
7 COMBIAATION LifT 22 AiR STAND 
13 TIRE RACK ABOVE 16 ROLL ON LIFT 
4 LUBRICATION CADS.7 FREE WHEEL LIFT 24 CIRCULAR SIGN 
20 CLINIC MACHINE 25 RAMP 


26 CONC PUMP ISLAND 
27 SINGLE GAS PUMP 
25 DOUBLE GAS PUMP 
27 CONCRETE CURD 
30 OVERNEAD TYPE DOORS | 


21 Shower 
23 FLOOD LIGHT 





*FORBES*STREET> 








New 500-Mile Race Rules 
Aid Foreign Competition 


Indianapolis, Ind., July 26.—A 
further fuel restrictions and the 
of important safety 
measures for the protection of 
drivers, were the results of the 
annual rules committee meeting 
held in Detroit Monday to formu- 
late regulations for the conduct 
of next year’s 500-mile automobile 
race at the Indianapolis Motor 
Speedway, May 30. 

In reducing the fuel allowance 
to 37% gallons, five gallons less 
than last year’s requirements, the 
rules committee of the contest 
board of the American Automo- 
bile Assn. also threw out all en- 
gine restrictions, particularly 
those applying to superchargers. 

The rule against superchargers 
is said to have stifled European 
invaders for several years be- 
cause racing cars on the other 
side of the Atlantic have been 
using this motor stimulation for 
many years and have been reluc- 
tant to change their motor equip- 
ment. The last invasion of Euro- 
pean cars at Indianapolis was in 
1930. 

A further gasoline reduction in 
the qualifying 25-mile trial runs 
before the race was ordered. Last 
year cars were allowed three gal- 
lons with the tolerance of a pint. 
Next year they will be allowed 
only two and a half gallons for 
the elimination test. 

The safety measures adopted 
apply particularly to new drivers 
and new cars. Drivers unfamiliar 
with the track now will be re- 
quired to make apprentice runs 
over a distance of 125 miles at 
speeds gradually stepped up from 
80 miles an hour to 110 miles an 
hour. These tests will be super- 
vised by a committee represent- 
ing the contest board, the Speed- 
way and the drivers themselves. 

New cars making their first ap- 
pearance at the Indianapolis Mo- 
tor Speedway, or old cars which 
have been remodeled in such a 
fashion as to be _ considered 
changed fundamentally, will be 
subjected to the same 125-mile 


test under the supervision of the 
technical committee. 

The Indianapolis Motor Speed- 
way will further set up a labora- 
tory next year, equipped with an 
X-ray machine to examine all 
steering knuckles and other car 
parts subjected to strain and 
stress and these parts must have 
been examined and approved by 
the technical committee before 
the cars are allowed on the track 
for even practice runs. 

E. V. Rickenbacker, chairman 
of the contest board in charge of 
the rules committee meeting, 
pointed out the reduction in fuel 
allowance would not only benefit 
the automotive industry in pro- 
viding further tests for carbure- 
tion and new fuel mixtures, but 
would also be a safety measure 
inasmuch as it would, as it has 
in the past two years, demand 
more careful driving. 

The minimum weight restric- 
tion of cars was also reduced 
from 1,950 pounds to 1,800 pounds 
and the previous rule which re- 
quired cars to weigh in at a ratio 
of seven pounds per cubic inch of 
motor piston displacement was 
abandoned. 


Brakes to Make Debut 


At Toronto Exposition 

Toronto, Ont., July 26.— Con- 
firmation has been given officials 
of the Canadian National Expo- 
sition opening here Aug. 23, that 
among the automotive highlights 
at the exposition will be the first 
public showing of a new braking 
system for motor vehicles. 

While the name of the company 
has not been revealed, it has been 
learned it is a new subsidiary of 
a well known industrial corpora- 
tion. 

It is understood the company 
has established facilities for the 
production of a complete line of 
sizes including heavy duty buses, 
trucks, and trailers. The brakes 
are said to involve a new princi- 
ple in the application of hydraulic 
power transmission from pedal to 
brake shoes. 
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Tells Penn. Dealers T 


© 


R. C. Jones Gives 
His Views On 
Merchandising 


Pittsburgh, Pa., July 26.—In the 
midst of the confusion that now 
prevails in the automotive selling 
field retailers who expect to stay 
in business must take their bear- 
ings and steer a definite course 
for the future. 

This opinion was voiced here 
by R. C. Jones during the 15th 
annual convention of the Pennsyl- 
vania Automotive Assn., held July 
22-23, at the William Penn Hotel. 
Jones is a member of the firm of 
Jones & Manske, Packard deal- 
ers in Reading, Pa. 

Makes Five Points 

In surveying the dealer situa- 
tion, particularly from the used 
ear angle, and outlining methods 
whereby dealer profits may be 
secured, Jones declared that it 
is up to the individual dealer to 
work out a solution to his own 
problems. He summed up the 
present situation in five points, 
as follows: 

1. The government will take 
no further steps to compel deal- 
ers to trade used cars for more 
than they can be sold for. 

2. Voluntary codes are hopeless 
for dealers, he said. If a large 
percentage of dealers failed to 
play ball when the backing and 
legal machinery of the govern- 
ment was available for enforce- 


ment, there is no reason to ex-| : 
pect dealers to stick together on| YOU are and deliberately set out to 


a voluntary basis. 
3. Central appraisal bureaus, he 
declared, will not work for the 
same reason that the code would 
not work. 
4. Factories will 
thing to help anybody 


not do any- 
except 


themselves and neither would the | 


dealers if the 
versed. 


5. If the factories finally, some- 


position was re- 


time, do take some action to con- | 
| want to know why people buy used 


trol used car trades it will be too 
late to help most of the dealers. 


The fundamentals of the auto-| 
mobile business are no different | 
from other selling efforts, Jones | 


declared. “We cannot buy some- 
thing for $1 and sell 
cents and make a profit regard- 
less of how much volume we build 
up,” he said. 

“There is one peculiar thing 
about this business that has al- 
ways interested me. 
dealer pays $7 for a bed or 
cedar chest and arrives at his 
selling cost by marking up 100 
per cent or marking the article to 
sell at $14 which gives him a 
50 per cent profit on his selling 
price. Now he takes no trades 
and mind you he puts that mark 
up on all of his merchandise,— 
he would laugh at anyone who 
suggested that two-thirds of his 
merchandise be so marked 
the other one-third be sold at cost 
or below cost. 

False Idea 

“But in this business of ours 
there has grown up an idea that 
if we make a gross profit on two- 
thirds of our business, equal to 
from 15 per cent to 20 per cent 
on two-thirds of our volume, 
somehow we will have enough 
gross profit to carry us through, 
even though the other one-third 
of our business be conducted at 
a loss. I don’t believe it. If it 
ever was true I am not old 
enough to remember it. 

“I am firmly convinced that for 
me to survive in the automobile 
dealer I must make a gross profit 
on three-thirds of my business 
and that, of course, includes my 
used car volume. 

“Now what can I do to insure 
myself a gross profit on that one- 
third of my business made up of 
my used car volume. The answer 
is so simple that we refuse to 
consider it seriously. 

“We must buy them for less or 
certainly no more than _ the 
market price and we must sell 
them for more than we pay. 
That’s all there is to it.” 


it for 70) 


A furniture | 


and | 








Jones, who was chosen to ad- 
dress the convention because of 
the outstanding success of the 
Jones & Manske used car opera- 
tion at Reading, then proceeded 
to expound seven points from his 
own used car sales program. 

“First and foremost of all the im- 
portant questions in the marketing 
of used cars is the attitude of the 
dealer himself toward that end of 
his business. If you consider it on 
a plane with your used car business 
in every way, then you won’t have 
a lot of trouble with it. On the 
other hand if your used car depart- 
ment does not have just as much 
respect from you as the new car end 
of your business, naturally you will 
have plenty of trouble. Some years 
ago a business man said something 
to me which changed my whole atti- 
tude toward used car selling, and 
what he said to me was something 
like this. ‘The used car lacks re- 
spect, it lacks the respect of the 
very men who are trying to mer- 
chandise it, and so they treat it as 
if it were something to be sold in 
an alley, something to be intrusted 
to the mercies of the less competent 
salesmen.’ He said further, ‘This 
lack of respect is directed not only 
to the car but toward the public 
also. When I walk into a new car 
showroom I feel I am being greeted 
like a returning Lindberg, but when 
I venture into a used car showroom 
somehow I am made to feel substan- 
tially like a cheap skate.’ 

Must Respect Business 

“How is your attitude toward the 
used car end of your. business? 
Well once you begin to consider it 
first all down the line and your new 


car business second then you will 
be well on your way. 

“If you intend to stay in this 
business, start from right where 


build a reputation for fair dealing 
in your used car handling. Now, I 
don’t mean a superficial attempt to 
lay it on by adopting an advertising 
slogan such as ‘Buy with Confi- 


| dence,’ ‘The Safe Place to Buy,’ and 


slogans of that sort and then assume 


cars at one place rather than an- 


Setting the Pace For 1936 





Here are the members of the Board of Directors of the PAA gathered for the annual convention which | 
was moved forward to mid-summer this year. 





you have solved the problem. But 
I mean a serious conscientious ef- 
fort to build customer goodwill by 
actually putting into practice the 
| principal of the golden rule, and| 
don’t let the customers forget it 
while you are doing it. Do you 


| 
I recently wrote a letter to 
purchaser to whom we had 
used car in the last four 
I asked them to tell me why 
they had bought their used cars 
from us. We received 187 replies 
and here are the reasons they gave: 


other. 
every 

sold a 
years. 


52—Said they bought because a 
friend had recommended us as 
a house with a reputation for 


fair dealings. 

Bought because they had heard 

our service was good. 

27—Bought on account of price. 

29—Bought on account of newspaper 
advertising. 

9—Gave direct mail as their reason 
for buying from us. 

10—Said the salesmen had interested 
them in buying. 

4—Radio. 


46 


3—Best credit terms. 

3—Told us they were in market 
for another car. 

4—Told us they were dissatisfied 


with their purchase. 

These replies are most interesting 
and enlightening, especially as to 
small credit given to the salesmen, 
only ten out of 187. 

Reputation Builders 

“There are many ways to build a 
reputation for your used car depart- 
ment. The best general suggestion 
that I can offer is to treat your cus- 
tomer both before and after the used 
car sale equally as well or better 
than you would a new car buyer, 
and then don’t fail to keep telling | 
them about it directly and in the 
newspapers and by direct mail, they 
in turn will advertise your place of 
business by that most effective of 
all advertising methods—word of 
mouth advertising. 

“IT want to tell you of an actual 
experience several months ago. A 
man had purchased a used Packard 
from us for $450 and after he had | 
settled for the car the salesman 
brought the customer to my office | 


| than absolutely necessary on mechan- 





to meet me before he drove away. 
I told him I hoped he would be | 
pleased with his purchase, and then | 
the customer said to me, ‘Would you 
like to know how I came to buy 
this car from your firm?’ 
“*My wife and I have been saving 


our money to buy a used car and 
as we had almost accumulated the 
money we intended spending, we be- 
gan watching the used car ads in 
the newspapers. My wife called my 
attention to your ads and they | 
seemed to ring so true but we were | 
skeptical and asked each other 
whether the statement in your ads | 


They are: 


Front row, left to right: 


hey Must Chart New Course 


about reconditioning before the sale 
and standing back of the car after 
the sale could really be true. We 
were not quite ready to buy but 
kept reading the ads. Finally one 
day my wife went riding with some 
friends and she noticed on the dash 


an small transfer containing your 
name, similar to the small transfer 
used on metal tire covers. She 


asked the friend if she had bought 
the car from Jones & Manske and 
how she liked it and our friends 
were so pleased with their car and 
recommended your firm so highly 
that when we were ready to buy, 
my wife just insisted on coming to 
your place first and we were really 
apple pie for your salesman who 
waited on us.’ 

“I think the goodwill of the man- 
ufacturer the dealer represents helps 
considerable in the profitable mer- 
chandising of the dealers used cars. 
We frequently hear people say some- 
thing like this, ‘Well we know the 
Packard company is a reliable com- 
pany and feel that they would not 
tolerate a dealer who is not reliable.’ 
That is one of the features I would 
have in mind if I were considering 
taking on a new account. 

Profits or Losses? 

“Now to come to the considera- 
tion of a vital subject, as it can 
easily determine whether we have a 
gross profit or gross loss. I realize 
this is a ticklish proposition. If we 
recondition too little, the cars are 
hard to sell and make trouble after 


delivery. If we recondition too 
much we lessen our chance of profit. 
We have finally adopted a_ policy 


whereby we are rather lavish in all 


those reconditioning items which 
make for appearance and are very 
careful to spend no more money 


ical items. 

“By following a policy of this 
kind we find many of the cars 
where we could easily spend money 
to make them mechanically better 
never come back to bother us and 
thereby make us a clear saving. But 
when the customer who bought such 
a car does come back to us with a 
complaint we try to do the work | 
on a 50-50 basis and in many cases 
the customer well pleased with 
such an arrangement. If we cannot 
sell the customer on his sharing one- 
half the expense, we always do the | 
work and stand the full expense. 
We know this policy has saved us a 
lot of money and we believe it builds 
customer goodwill. During 1934 we 


is 





B. R. Ober, State 


College, Pa. (Ford); C. S. Klugh, Harrisburg, Mgr. of Pa. A. A.; State Representative Roy W. Shreiner, 


Harrisburg, auto jobber; Carl Cheeseman, Butler, Pa. (Nash). 


Second row, left to right: 


Chas. J. 


McGough, Wilkes Barre, Pa. (Ford, Lincoln); Guy Woodward, Washington, Pa. (Dodge, Plymouth) ; 
Geo. H. Roth, Philadelphia, retiring President of Pa. A. A. (Buick, Pontiac); Geo. G. McFarland, 
Harrisburg (Reo); George A. Hoeveler, Pittsburgh (Ford); A. W. Golden, Reading (Pontiac, Cadillac, 


LaSalle). 


Arrow, Pontiac); R. C. Keller, 


Rear row, left to right: 
York 


(De Soto, Plymouth); 


Charles L. Day, Pittsburgh, new President of Pa. A. A. (Pierce- 
E. L. Turner, 


Greensburg (Packard, 


De Soto, Plymouth); J. B. Arbuckle, Erie (Reo); H. B. Andrews, Scranton (Chevrolet); E. R. Williams, 
Clearfield (jobber); M. L. Micheltree, Sharon (Graham). 


| courteous, 


| with 


| will 


sold 315 used cars. Our average re- 
conditioning expense before the sale 
was $14.82 and our average free 
service after the sale of $5.44 per 
car. 

“T don’t claim to be an adver- 
tising expert but I have learned 
some things about used car adver- 
tising which I believe has helped us 
to sell our cars more readily and at 
better prices. First of all, we put 
some institutional or goodwill ad- 
vertising into every advertisement 
we put out. We never let an op- 
portunity pass to tell them in any 
one of 100 different ways that ours 
is a reliable house and a safe place 
to deal with. We very rarely ad- 
vertise individual prices. I am aware 
that this is not considered good ad- 
vertising practice but it seems to 
work for us. We frequently have 
people tell us that our price on an 
individual car is higher than the 
same model elsewhere but they would 
rather pay a little more and be sure 
that everything will be all right. 

“We use the newspapers, direct 
mail, radio, handbills and salesman’s 
car cards. 

“In our newspaper advertising we 
use both display and classified, our 
theory being that classified merely 
gives information to those who have 
made up their minds to buy, whereas 
display advertising actually creates 
used car buyers. 

“Personally I like direct mail be- 
cause it gives you much greater op- 
portunity to play up individual cars 
and greater freedom in goodwill 
building. Then, also, you can direct 
it straight to the used car buyer 
with little waste circulation. I say 
with little waste circulation because 


you can determine almost exactly 
just who will buy used cars. We 
have discovered that a used car 


buyer practically never graduates to 
a new car buyer. So all you need is 
a list of the people who have bought 
used cars in your territory and you 
have a list almost 100 per cent per- 
fect of people who will buy used cars 
again. Such lists can be purchased 
from the same people who supply 
the new car registrations and with 
direct mail you can get to them any 


message you desire. 
“IT recently saw what I consider 
a very good piece of institutional 


advertising. The advertisement was 
made up of a picture of the entrance 
to a dealer’s showroom with the 
sales staff lined up outside and ac- 
companying the photographer was 
the following statement. ‘Here the 
well-informed salesmen 
pictured in the doorway will cheer- 
fully assist you in selecting the used 
car that best meets your needs and 
fits your pocketbook.’ 
Good Advertising 

“Along this same line of building 
goodwill and respect for the used 
car end of our business was another 
piece of advertising which showed a 
picture of the entire personnel with 
this heading over the photograph: 

“‘Working together for a single 
purpose.’ And underneath the pic- 
ture was the following, ‘This picture 
shows many of the salesmen, execu- 


| tives, mechanics and other employes 
| of this company who are responsible 


for establishing a reputation for 
honesty, integrity and service in 
building up this organization to the 
enviable position of the world’s 
largest distributor of Nash cars. 
Warren Nash is the place to buy.’ 

“The urge to own a beautiful new 
car is very strong and we try to 
capitalize this in our used car ad- 
vertising by convincing a prospect 
that one of our reconditioned used 
cars cannot be distinguished from a 
new one and that extra pride comes 
the knowledge that you paid 
less for the car and the operation is 
equal to a new car. 

“Advertising in itself will not 
make you a profit on your used car 
operation but when properly backed 
up can be a mighty strong factor 
in helping to build customer good- 
which in turn will enable you 
to get better prices than your com- 
petitor who does not enjoy these 
advantages. 

“Salesmen’s pay 
with merchandising your used cars 
at profit. We now pay our sales- 
men their regular commission on a 
used car sale and in addition pay 
them a bonus for securing good 
prices. 

“Don’t kid yourself. You will get 
much better prices for your used 
ears if you share with your sales- 
men on some basis all they get for 
you above a certain price agreed 
on in advance. 

“None of the features which I 
have been discussing are all im- 
portant. There is a tie-in, how- 
ever, between each and every one 
and I am firmly convinced that un- 
less we can arrive at a proper solu- 
tion, each man for himself, it will 
be just too bad.” 


is tide right in 
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burgh, Pa., who was on the eve 
of celebrating his silver anniver- 
sary as a Packard dealer, a fact 
of particular interest to the 
Methusaleh who writes this 
column, which was why I got 
hold of the vital statistics. Turner 
has a Ripley in the case history 
of his establishment in that the 
company has 14 employes whose 
total years of service with Turner 
and Packard number 254. 
ok * * 

THERE’S NO DOUBT about it 
—K. T. Keller, new president of 
the Chrysler Corp., took the right 
fork in the road when, in 1904, 
he threw up a white collar job, 
secretary to an author and lec- 
turer, to don a blue shirt and 
learn the automobile business 
from top to bottom, He started 
with Westinghouse on a two-year 
special apprenticeship course in 
machine shop, erecting, designing 
and engineering, the brick and 
mortar that laid the foundations 
for his automobile career. 

The story of Keller’s climb to 
the top of the ladder as I read it 
is marked by a sturdy determina- 
tion on his part to thoroughly 
learn every detail of each job as 
he tackled it, so that today, as 
he sits in his new presidential 
chair, he must feel that there 
isn’t any job in the factory with 
which he is not familiar. If needs 
be he could again don a blue shirt 
and do it. That’s the kind of a 
chap he is. 


* * * 


I WILL TELL you of the jobs 


and positions he filled on his way | 
Then you will not} pasn’t 
wonder at the tribute paid him) ; 
this week by one who wrote: “If | 


to the top. 


there is anything in the accom- 
plishments of Keller, master me- 


chanic, master organizer, master | 


engineering staff of GM’s central 
office and in 1921 he became vice- 
president of Chevrolet in charge 
of manufacturing, In 1925 he was 
general manager of the Canadian 
operations. It was in April, 1926, 


and in 1929 he was named presi- 
dent of Dodge and at the same 
time vice-president in charge of 
manufacturing of the Chrysler 
Corp. 

* + * 

GENERAL MOTORS keeps 
pounding away on safety on the 
highways, an educational cam- 
paign that should help in fending 
off restrictive legislation which 
might be inspired by the con- 
stantly increasing number of traf- 
fic fatalities. The big corporation 
is keeping the printing presses 
busy turning out literature of 
value in this movement. 

“We Drivers” is just out and I 
find it brim full of driving hints 
that even the best of us can read 
with profit. There’s a right way 
and a wrong way to drive and the 
book tells all about it. 

* * * 

THERE’S A NEW thought in 
the chapter devoted to “Curves 
and Turns,” which mebbe you 
haven’t heard, so without asking 
the author for permission to re- 
print I'll pass along to the col- 
umn’s public: 

“We all know that we ought to 
be careful 
especially when another car is 
approaching from the opposite 
direction,” it reads. 
there possibly isn’t one of us who 
at one time or another, 
moved over in the road to pass 








a car, and then wondered if we 

would get around in time. 
“Now here’s an interesting thing 

about that. When we try to pass 


builder of fine automobiles, that | 


will interest those that 
them, those who sell them and 
the public that drives them, it is 
his wizardry and knowledge of his 
job and his untiring zest for do- 
ing it.” 

* * * 

KELLER 
Metzger Motor Car Co. as general 
foreman of the machine shop in 
1910. Following that he went 
to work on heavy repairs and 
chassis testing for Hudson; then 
he became chief inspector of the 
Maxwell plant at Tarrytown. He 
joined the central office staff of 
General Motors in 1911, working 
chiefly on Cadillac; then he be- 
came superintendent of North- 
way Motors, a GM unit. He was 
with the Cole Motor Car Co. for 
a bit, then, while Walter Chrysler 
was president of Buick, he fol- 
lowed his present chief to become 
general master mechanic. 


In 1919 he was appointed a| 
member of the mechanical and | 


Coming Events 


SEPTEMBER 
§1-21—Cleveland, Ohio. Machine Tool Show, 
Cleveland Auditorium. 
OCTOBER 
3-13—Paris, France. French Automobile Show. 
14-18—Louisville, Ky. National Safety Council, 
24th Annual Safety Congress. 
30-31, Nov.1-2—Newark, N, J, Commercial 
Vehicle Show. 
NOVEMBER 
2-9-——Los Angeles. Auto Show. 
2-9—New York City. National Automobile 
Show, Grand Central Palace. 
9-16—Buffalo, 
Assn. 34th Annual Show. 
9-16—Newark, N. J. Auto Show. 
9-16—Detroit. Auto Show. 
9-16—Toronto, Can. 
Canada, 
tional 
merce. 
10-16—Cincinnati, 
Assn, 
Hall. 
fi-14—Los Angeles. 
Stitute, 16th 
more Hotel. 
11-23—Philadeiphia. 
16-23—Minneapolis, Minn. Northwest Automo- 
bile Show. Armory Bldg. 
23-28—Columbus, 0. Auto Show. 
23-30—Chicago. Auto Show. 
23-30—Montreal, Can. National Motor Show 
of Eastern Canada. 
25-30—Springfield, Mass, 
pal Auditorium. 
30-Dec. 6—Kansas City, Mo. 
DECEMBER 
2-8—Seattie, Wash. Auto Show. 
9-13—Atiantic City, N. J. Automotive Service 
Industries Show. 


Automobile Chamber of Com- 


0. Automobile Dealers’ 
Automobile Show. Held in Music 


American Petroleum In- 
Annual Meeting. Bilt- 


Auto Show. 


Auto Show. Munici- 


Auto Show. 


make | 


| CUMULATIVE NEW PASSENGER CAR REGIS 


that he joined the Chrysler Corp. | 


about passing cars, | ? . 
Pé & ’! testing station. 


“And yet) 





a car that’s going 40 miles an | ; 


hour, it’s just the same as if we) 
tried to pass a standing string of | 
cars 126 feet long. In _ other! 


words, it’s like passing eight cars | 


parked bumper-to-bumper in the 
road. If we try to pass one going 


60, its like trying to pass a line ||| 
of more than 16 cars standing in ||) 


the road, and 16 cars in a row 
will reach half a block. If we 
kept it in mind, we would never 
pass a car unless we were sure 
that there were no oncoming cars 
for a good long distance ahead.” 


* * * 


IT MAKES ONE realize that 
the New York show is just around 
the corner through the fact that 
the space allotments for the na- 
tional exhibition, dated Nov. 2, 
is set for next Wednesday. It will) 
be held in Detroit and brass hats 
from the factories will gather in 
the board room in the General 
Motors Building and make their 
choices. 

+ . 

I’M THROUGH EMBERING 
for this week and I am packing 
my bag for a swing through the 
Eastern territory to see for my- 
self how the other half lives. And 
of course I’ll be getting my mail 
at the Lexington Hotel, in New 
York City all of next week. 


* 





May Use Locomobile Plant | | 


Bridgeport, Conn., July 26.—A| 
possibility that part of the Loco- 
mobile Co. of America plant here 
may again hum with automotive 
activity is seen in the announcement 
that the Connecticut Motor Vehicle 
Department is negotiating for use 
of one or more buildings for a car 


The department is preparing to 
set up test stations in each of the| 
larger cities to operate under the 
new compulsory test law. Wilbur 
L. Cross jr., chief motor vehicle | 
inspector, states that all permanent 
testing stations will be indoors. | 
Experimental testing which has 
been carried on outdoors at Hart- 
ford has proved unsatisfactory, he | 
said. 


has 
| 





Cars Use Gallon Oil 


To 30 Gallons Gas 


New York, July 26.—A 
survey made recently by the 
American Petroleum Insti- 
tute’s department of statis- 
tics reveals that in 1934, 
passenger motor’ vehicles 
consumed one gallon of oil 
to every 29.78 gallons of 
gasoline; motor trucks con- 
sumed one gallon of oil to 
every 35.95 gallons of gaso- 
line; and motor buses con- 
sumed one gallon of oil to 
every 57.70 gallons of 
gasoline. 

The vehicles covered in 
the survey were those oper- 
ated by fleet owners, and 
while the survey reflects 
geographically average con- 
ditions and permits of a 
study of consumption of 
fuels and lubricants by ve- 
hicles in constant use, it is 
not regarded as reflecting 
average per vehicle con- 
sumption. For instance, 
this survey revealed an 
average annual gasoline 
consumption of 2,002 gallons 
per vehicle, whereas esti- 
mates have placed the gen- 
eral average at 665 gallons. 

Efforts to ascertain the 
consumption of transmis- 
sion and differential oils in- 
dicated a ratio of one gallon 
of oil to every 505 gallons 
of gasoline consumed. The 
consumption of grease for 
chassis lubrication was esti- 
mated at 1.56 pounds per 
100 gallons of gasoline 
consumed, 








Warren Named 
Chicago, July 26—C. B. Warren, 
formerly New York Nash distributor 
been placed in charge of the 
Norge Refrigerator division of Borg- 
Warner, at New York. 


Dealer Sales 
Increase Shown 
De Soto Reports 


Detroit, July 26.—De Soto deal- 
ers reported another sales week 
during the week ending July 20, 
when they sold 696 De Sotos and 
| 2,782 Plymouths for a total of 
3,478 units. 

De Soto sales for the week were 
up 14.4 per cent over the previous 
week and Plymouth sales by De 
Soto dealers were up 4.4 per cent. 
Total unit sales showed a gain of 
6.2 per cent. 

To date this year De Soto deal- 
ers have delivered 76,332 Plym- 
ouths and 15,978 De Sotos, or a 
total of 92,310 units. De Soto sales 
for the 29-week period have in- 
creased 167.0 per cent; Plymouth 
sales by De Soto dealers have 
gained 34.4 per cent and total 
unit sales were up 47.1 per cent. 





Eaton Mfg. Reports 


Detroit, July 26—The Eaton Mfg. 
Co. has declared an extra dividend 
of 12%c a share in addition to the 
regular quarterly dividend of 25c 
a share, both payable Aug. 15 to 
stock of record Aug. 1. Although 
the company has just retired the 
entire balance of the Wilcox-Rich 
class A stock, requiring an outlay 
of $1,200,000 which was taken from 
cash without recourse to borrowing, 
it was indicated that the company 
still justified the extra disbursement. 
It is expected that Eaton’s earnings 
for the first half of 1935 will equal 
$1.50 per share or better. 


Danyes Resigns 

Saginaw, Mich., July 26.—Harry 
M. Danyes has resigned as chief 
engineer of the Saginaw Steering 
Gear division of General Motors. He 
has been connected with GM for 25 
years at various plants including Bu- 
ick at Flint. He also served as plant 
manager and general manager of the 
Saginaw Steering Gear division for 
several years. He has announced no 
plans for the future. 
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OLDS MOTOR WORKS 














th e ° Lansing, Mich., U. S.A. Canadian trade supplied from 
e Imen Pade Member of Association Licensed Automobile Manufacturers Canadian Factory, Packard Electric Co., , St. Catherines, Ont. 
semen — ly me ag emer ~ CATALOG COUPON CALENDAR COUPON MOTOR TALK COUPON 
e News of Automotive vertisin . 
B ERRY SCHURMAN , c ae y ly cer | eat Enclosed find 10 cents, for which send Enclosed find 25 cents, for which have 
y GERR Model B : Selivery Core | your large an —_ (free from “i906. MOTOR TALK, a magasine deboted to 
MMiodetS—_ "Bassenner Trot | eintnd Gahan Frameo) for Se. | automating, sent tome for! year. 41 
Echo ; i Name | MB FORSTE 
Oldsmobile the other day opened the mail and found a ™ IG STOMF WAY ANE 
coupon clipped from the Business Man’s magazine in 1906. poe iteee? 2 ALA 42,4 | Address 
It was a request for the “large Art Calendar (free from poor A—— | 
advertising and suitable for framing) for 1906.” En- Please mention The Business Man's Magazine when writing to advertisers. 
closed was a dime. 
Accompanying the coupon was a letter: M. P. Forster is poking fun at Olds or else he’s a modern Rip Van Winkle. We hope he can use his 
“Enclosed please find calendar coupon and ten cents calendar. 








for your large Art Calendar. ‘After reading the adver- —— _ 
tisement in The Business Man’s Magazine I have become of advertisements and still feel}elaborate promotional folder 
intrigued with the thought of re- — that there is plenty of room left! pointing out to its service stations 
ceiving your booklet mentioned for similar advertising. The latest | the advantages of “Friendly Serv- 
on the Model S. You state that three in the series urge the mo-| ice.” Station attendants are urged 
you have packed more style, speed torist to use the safety built into|to contact for new customers 
and brains into the Model S than his car, tell him how to avoid|through the medium of service, 
can be found in any car in the skidding and remind him to keep| which, Mobilgas points out, is 



















tisers in the farm market this 
year. Sales increases in the same 
areas point to the wisdom of 
these expenditures. With a fav- 
orable crop outlook, August, Sep- 
tember and October are looked at 
as months to go after farm sales 
harder than ever. Automobile ad- 





be consoling to him to see his 
brain-child approaching immor- 
tality. Few advertising men real- 
ize they are writing for posterity. 
So plan your ads for 30 years 








world. hence. his car safe and dependable by| second in importance only to the 

“While I doubt this and think Last March Olds received a let-| regular inspections. product _ sold. The campaign, | vertising expenditures in all farm 
your price of $2,250 excessive, I| ter from W. M. Hardwick in Dal- am which will center in Michigan| papers for the first six months 
am nevertheless interested. I find} ton Ga. In 1901 the company| Supervisor and northern Indiana, will use| of this year are as follows: 
that I am not familiar with the had written him a letter offering Following announcement in ADN | magazine, radio, outdoor and di- | Chevrolet—Trucks .......... $ 66,534 
Double-Action Olds, as I read/ him the local franchise for Olds| Wednesday that the Buick adver-|rect mail advertising. In addi-}] © ssc anions 
further. It must be as you state| horseless carriages. Hardwick was | tising account has been awarded|tion, Mobilgas stations are dis- Total........ssecceeees $113,804 
the ‘latest’—the ‘new thing’ in| <Keptical about the future of the to Erwin, Wasey | tributing the famous Flying Red | Dodge—Trucks ...........-. $ 49,625 
automobiles. I do not find that gasoline buggy and so he didn’t Lid * l] & Co., it is re-| Horse to be attached to the EP sbessssnsesseesesese Seem 
competition is mentioning any-| reply. Last winter he came across ported that the | license plate. re 99,556 
thing of this feature so would like| the letter in his files, answered it work will be Ford—Trucks .......+.++++: $109,969 
to have your Double-Action Book-| ang today is the local dealer. The handled under/ pg (ondol Tame Aeveiennesktsaasaers ne 
let you mention to improve MY| jetter, by the way, was written the direct su- vonaotas UN og foo i ccsne ses 
knowledge on the subject. by Roy D, Chapin, now president pervision of Ar- In a recent issue of Motor-| Fisher Body ....... ses eseeeeseeseess 

“The car that really appeals to! of Hudson, but at that time just thur Kudner,|autica, published in Italy and de-| tiie iinat tracks 
me is the Standard Model B Run-| working his way up at the Olds president of the| voted to motor boating, Signa] piymouth—car .................... 
about at the unchanged price of plant. agency. A serv-| Venezia, Ford dealers, used a | Reo—Trucks ..........eeeseeeeeees 
$650. “And while you are send- ice office will| page of advertising describing | Pier Cam oe 





we i ir li f boats using the Ford 
. eet be opened in | their line o ’ 
"1. just seen proofs of} Arthur Kudner Detroit, proba- a pio dey ha cae oe 
the ninth, 10th and 11th in the er SS Oe ey) ces ae nee We ee 

ies of General Motors institu-|Cemter Bldg. but production | Ws advertised at 8,000 lira—ap- 
a work will be done at the New| proximately $1,000 in American 


ing me all this literature, etc., 
would like to have included a copy 
of ‘My Merry Oldsmobile.’ I think 
it very pretty.” 

M. P. Forster, Bala, Pa. The 


Total All Farm Papers............ B 





Appointments 
Everett R. Smith will direct 


letter was postmarked July 10,| tional safety campaign. The ad- : currency. eee ; 
1935, in Philadelphia, chick to vertisements will appear in a| Y°FK Office. — a Macfadden Publications’ new di- 
account for the delay. group of Canadian newspapers - vision of marketing and research. 
Such is the drawing power of| Aug. 12, 26 and Sept. 9. 50,000 Wisdom He has done similar work on Lib- 
advertising. Who wrote the ad| A few months ago we com-| In a drive for 50,000 new cus-| Considerably more money is be- | &TY for the past year and a half. 
Schipper Associates, public 





mented favorably on this series} tomers, Mobilgas has prepared an'ing spent by automobile adver-| : : . Mn 
relations counsel in Detroit and 


New York, announces the acqui- 
sition of the Denham Technical 
Advisory Service. Athel F. Den- 
ham, Detroit editor of the Chilton 
Publications before he resigned 


copy, we don’t know, but it will 


TRATIONS 42 STATES JUNE, 1935-1934 


Complete cumulative figures will appear each week until all 48 states or completed United Stated totals for the months have been printed. States previously printed include 





Alabama, Arizona, Arkansas, California, Connecticut, Delaware, Florida, Georgia, Idaho, Illinois, Kansas, Kentucky, Louisiana, Maryland, Minnesota, Missouri, Montana, 7 
Nebraska, New Hampshire, New Mexico, North Carolina, North Dakota, Ohio, Pennsylvania, Rhode Island, South Carolina, South Dakota, Utah, Vermont, Virginia, Washington, recently to organize the service, 
West Virginia, Wisconsin, District of Columbia. joins Schipper Associates in an 
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executive capacity, with head- 









HUDSON GROUP NASH GROUP 





- 4 quarters in Detroit. . . . Graham 
s * Patterson, formerly president of 
STATES S i £ : E b : 2% Pa 3 < The Christian Herald, is now pres- 
s 4 5 3/4 ei a ee 34) 2/8 g ° ident and publisher of The Farm 
6 = ° 3 £ 5 ae | 2< § | 238 i | 2.8 kK Journal. Offices have been opened 
_ z - < Oo = Be | Be a zs in New York, Chicago and De- 
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34 States for June "35 3107 1363, 2161 8 158978 , . 
"34 2632. 1104, 3736 799 768) 1567] 338) 804| 3895) 318} 110! 267 3152| 59 9 129408 | System has appointed W. B. Lewis 
lu : € 
a 7351 47 26 731 24 28) 52] 13) 12, 4 28 i 4 22) i 2697 as commercial program director. 

34] 46 24 70] 2: 14 37] 5] 4 3 3 4) 4} 54| 2) ] 2904 --- 
lowa "35 185, 69 254 38, 49 7 3) 39,24) 45 / 3) 124 8100| Bendix Aviation Corp. 

84 87! 52! 139 27) 20)! 47 1} 7| 14 3 4 112) 9 1 4334 , 7 . 
ee ns EEE PT EEEEEIEIIE =r rinnEEEEE oP “0 Henn oT EEE W ee P orien i Ss - on Cor c 
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New Jersey "35 170 87 257] 43 104 147] 30 68! 28 261 6 23 167 10 10631 | The profit is equal to 76 cents a 
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for June 8722; 1571; 5293 1092! 1014) 2106 394) 1022) 513) 421) 143) 369) 4087] 687; 115 175674 | 646 as compared with $803,537. In 















the second quarter of 1934 the 
corporation’s net profit was 
$756,205. 


Steel Advance Seen 

Youngstown, O., July 26.—A still 
further increase in steel production 
is in prospect for this week follow- 
ing a sharp advance last week, steel 
makers agreed Monday as the cus- 
tomary mid-summer slump failed to 
materialize. 


Despite the fact that automobile 
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February *35| 3269| 1264/ 4533] 810) 803) 1613 900|  440| 348 2123} 637) 89] 170615| *ssemblies stayed at the same level 
8 18085] 767] 2572 31| 946] 977 202 639} 256] 292 222 2228] 3855, 481] 94887 = “ess Reteee,, Oe nations 
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341 4153/ 2223] 6376 167| 1418] 1585 186 1173} 317] 421] 144] 222) 4164] 826 = 178287 | operating rate for June and ap- 
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‘341 5810] 3160] 8079} 250 16011 1781] 87a] 1698] nicl Gse 109|_361|_4001|_418 so1| 323060 et ee ee 
May 35] 6113) 2486| 8599] 1684) 1593| 3277] 56F 1838| 877 3964] 75) 418| 4479| 981| S2[ 293201| ‘The bounding upshot was fea- 
"84 5447; 2703) 8150 978| 1738! 2716 598! 1537) 656] 516 a 519| 4142) 822) 247 219225 | tured by an inquiry from the Ford 





Motor Car Co. for 90,000 to 140,000 
tons of steel, one of the sharpest 
gains in scrap prices this year and 
- advance in finished steel produc- 
ion. 
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Profit-Taking Features New High Motor Levels 


































Last Minute Wall Street Wire 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 





Shares Rally vidends of 50 cents each on the 


common and cumulative partici- 


o pating preferred stock, payable 
Strongly After Oct. 1 to stock of record Sept. 9. 


e e 
> o > Briggs Mfg. announced this 
Sinking Spells week that the underwriting had 
a been completed on an issue of 
By C, J. ALEXANDER 1,000,000 pounds sterling 4% per 
New York, July 26.—It was not} cent first mortgage debentures 
surprising that profit taking in| of Briggs Motor Bodies, Ltd., 
motor stocks made its appearance | British subsidiary, at 103 and 
in the market this week. Much| 400,000 shares of common of 1 
of the previous buying appar-| pound par value at 25 shillings a 
ently had been in anticipation of | share. 
excellent earnings reports for the 
second quarter and many of these 


Packard Profit 
In Three Months 
Is $1,500,622 Net 


Detroit, July 26.—Packard Mo- 
tor Car Co. and subsidiary com- 
panies report for three months 
ended June 30 net profit, after all 
charges and Federal taxes, of $1,- 
500,622, equal to 10c a share on 
15,000,000 shares of no par capital 
stock. This compares with net 
loss of $1,711,123 in second quar- 
ter of 1934. 



































































New York, July 26, 3:30 P.M.—Shares of the motor com- 
panies were quiet today. The price trend was toward 
slightly lower levels this morning but stocks firmed up in 
the afternoon and the automotive issues closed with only 
fractional changes from yesterday. Tire and rubber 
shares continued to be firm. 








































































have made their appearance. 

Profits of both General Motors 
and Chrysler made good reading 
and confirmed expectations that 
they would compare favorably 
both with the first quarter and 
with the second three months of 
last year. 

Reach New High 

Stocks of automotive companies 
as a whole reached new high 
levels for the year before the 
selling for profits took place and 
they were generally strong dur- 
ing the stock market rallies which 
followed the sinking spells. Motors 
were stronger than the market as 
a whole for most of the week, 
coming back strong in the rallies. 

Among the individual stocks 
making new highs for the year 
during the week were General 
Motors, Chrysler, Briggs and 
Borg-Warner. 

Automotive Daily News stock 
price averages for the week 
ended July 24 compared as fol- 
lows with the preceding week and 
the like period of last year: 


Last This Year 
Week Week Change Ago 


24 motors ........ 26.05 26.80 0.75 19.97 
10 car-truck co's... 27.09 27.82 0.73 20.91 
10 parts-accessories, 26.31 26.96 0.65 15.80 
4 tire-rubbers .... 13.63 14.76 +-1.13 15.62 

There were evidences of short 
selling recently in Bohn Alumi- 
num & Brass but recent develop- 


L-O-F Six Month 
Profit $4,284,315 


Toledo, O., July 26.— The Lib- 
bey-Owens-Ford Glass Co. showed 
a net profit for the first six 
months in 1935 of $4,284,315, an 
increase of $1,751,996 over the 
corresponding period in 1934, it 
was announced. 

Directors of the company voted 
a regular dividend of 30 cents a 
share, payable Sept. 16 to share- 
holders of record Aug. 30. 


The company had a manufac- 
turing profit of $6,802,111 and 
other income to the amount of 
$370,305. Deductions were $1,211,- 
601 for depreciation, $991,799 for 
general administrative, sales, and 
development expense, and $684,700 
estimated federal income tax. 


Sales increased substantially in 
the first half of 1935, John D. 
Biggers, president, informed the 
directors. 


“There has been a consistent 
improvement in residential build- 
ing and a great gain in the use 
of safety glass by the automotive 
industry,” said Biggers. 

“The company has purchased 
all the assets, subject to the 
known liabilities, of the Vitrolite 
Co. of Chicago and Parkersburg, 
























offered to stockholders on the 


B. F. Goodrich 
Gets Mortgage 
Of $45,000,000 


New York, July 26.—Preferred 
and common stockholders of the 
B. F. Goodrich Co. of Akron, Ohio, 
voted approval yesterday of the 
creation of a mortgage not to ex- 
ceed $45,000,000. 

Otis & Co., 
ment banking firm, which has 
opposed the mortgage plan, chal- 
lenged the result and succeeded 
in effecting an adjournment of 
the meeting until 4:00 p.m. (East- 
ern daylight time) today to en- 
inspectors to ex- 
amine ballots and give the Otis 
counsel an opportunity to check 
proxies with the Goodrich list of 
stockholders. 

With approval by stockholders, | 
Goodrich proposed issuance under | 
the mortgage of $28,000,000 in 4% | 
per cent bonds with the proceeds | 
to be used in refunding higher in- | 
terest rate obligations of its own} 
and of its subsidiary, Hood Rub-| § 


The Goodrich Co., on the other 
hand, maintained that a material 
saving in interest charges would 
be obtained through the refund- 
ing and that the stockholders 
would be benefited. 

Although the exact percentage 
of votes favoring the plan could 
not be learned, the management 
said after the meeting that 
had been approved by 
more than 75 per cent of the 





At a previous meeting, 74 per 
in favor of the 
1 per cent 


cent was voted 
management’s plan, 
short of that needed for approval 
under terms of the company’s 
able election 

The fight over the mortgage and 
new bond issue resulted in broad- 
side appeals by both the manage- 
ment and those opposed. 

At the meeting Thursday, 
strenuous opposition to the man- 
agement’s proposal also was of- 
fered by William H. Hunt, 
said he owned 
1,800 shares of Goodrich capital 





Six months ended June 30 
showed net profit of $290,460 
after charges and taxes, compared 
with net loss of $2,968,144 in cor- 
responding period of 1934. 


Current Assets 


Current assets as of June 30 
totaled $19,987,405. Current lia- 
bilities were $5,658,571. This com- 
pares with current assets of $21,- 
037,178 on June 30, 1934, and cur- 
rent liabilities of $2,269,863. 

Factory sales for six months 
ended June 30 totaled $21,495,727 
compared with $6,422,537 in the 
first half of 1934. 

Alvan Macauley, president, 
stated that “On Jan. 1, 1935, the 
factory that was set aside for the 
production of the One Twenty 
was still vacant space, and most 
of the machine tools and facili- 
ties had still to be received from 
the manufacturers. There was 
considerable delay because many 
of the tools were special to our 
requirements and others were new 
in principle. 

Production Rise 

“Despite handicaps, we  pro- 
duced the first One Twenty 
through our regular manufactur- 
ing facilities on Feb. 16, 1935. 
Since Jan. 1, production of One 
Twenties, by months, has been 
as follows: 
































































































ments have put any shorts who| w. va. and with this acquisition, , and for other corporate| Declaring that the stockholders] 7 0 
held on in an uncomfortable posi- suffici i ee Soe rarer es teeaees 
p enters the structural glass field.” | were not sufficiently informed he} pepruary 67 
tion. The stock bounced back to ; urged that the meeting be sus-| yarn oon 
maak shove athe having ald Pe Bn ee pended, stating that “it would be| anny 0 4,358 
elow 40. ol a ° e mortgé SS | fatal if the management were to|y,.., “ee ' 
ptains Per ; 8 dns) kink veka 5,06 
Tire Shares Up s : ca mu new bonds on the ground that the | permit a_ fractional J ~ oan 
: West Allis, Wis., July 26.— The! action would be detrimental to close the question.” Pre Kise eeneehextesety eae ’ 
The most encouraging develop-} Fulton Co., manufacturers of auto- : : tte 
ment of the week was the rise| mobile accessories, has obtained a interest of the stock- _ fundamental eR 17,816 
in the prices of tire company] permit for a $10,000 addition to its They also contended in- “is confidence Total 12th Series........... 3,561 
stocks. The recent downward| Plant here. information had been oo 
trend was sharply reversed and 21,377 
the average made the biggest | “In this showing of profits we 
gain in a long time, Prices also Al ' | ‘OMO' i ‘I V E S' i OCK | —O’ | ¢ | IONS must not fail to give due credit 
approached those of a year ago to the sales of 12th series cars. 
for the first time in months. They were an important element 
‘ 1c n ‘ ~ ~ ~ r r a ¢ 
The averages for the other two | AT CLOSE OF MARKETS, FRIDAY, JULY 26, 1935 = enabling us to make a record 
5 9 ; ; | that we can view s - 
ee ene — = cee (Furnished | oy Wm. C. Roney Company, Union Guardian’ Building, Detroit) peg satisfaction.” with consider 
for the year and ——— their High Low ‘Last Sale High Low Last Sale ae 
ee A sere. 5 ee a an NEW YORK July 26 July 19] 1935 1935 July 26 July 19 |} Budd Co’s ik: Profit 
e e motor stocks of | a a oom $$ — —_— - eee a 
nearly 2.5 points in the corre- 27% 12 Allis Chalmers Mfg. ..........-. 26% 244 | 35% 214% Libbey-Owens- Ford Glass paced 36, 34 For First Six Months 
sponding week of 1934. 291, 10 Bees, Gh. OP Bas cctiesacccnce 21 204% | 221 ee Re Eg cp eannctanaes 21 20g ‘ : ie Fe 
i a 14% 8 American Chale ...cccccccccses 13% 11/2 | 284% Sie «Bee ee CR) nc ccccccccoce 21% 21% : Philadelphia, July 26. Substan 
Automotive companies are ac- : z ; Wool we 71 Marli é a tial increases in earnings for the 
2 Atittonsl shaven of thaie 9% 47%, American Woolen .............. 7%, v2 33 20 arlin i. 5046400440008 31 31%, first half of this eer, as 
quiring a share: 29% 15 Auburn Auto (2)........ccce0. 22 22% | 19 814, Midland Steel ............++++- 18 17 : year, com- 
own stock, according to reports 18 11% Bendix Aviation ............0+:. 167% 17 36 17% Motor Products .............+. 34% 36 pared with the first half of 1934, 
made to the New York Stock Ex- |] 597% ek i A ee cawnekas 47 4512 | 11% 7Y_, Motor Wheel .........-+2+000% 9% 10 were reported today by both the 
change. Marlin-Rockwell an- 45%, SN oi nicectdtecunnanee 447 447, | 1234 Gee WI Gb iciccceccendceca 12% 11% Edward G. Budd Manufacturing 
nounced that it had acquired 24,- 37/4 242 Beiggs Mig. ......sccsccsccvecs 36g 36% | 191, 11 BUMED casencncsnegacsccorenceses 13 13% Co. and the Budd Wheel Co. 
900 shares of its own stock in the|| >” 31% Budd Mig. Co., E. G.........-. 4% 4% | 21 12 Pacific Mills ......++++++++++: ress 142 Budd Manufacturing Co., pro- 
market. This was the first report o/s Yq Budd Wheel Co. ...-- 0+ + 000000 42 , 5% BY2 Packard ...----+++seeeeereeers 4% 4% ducers of automobile bodies and 
th a bi : filed cs oe oe 11s 914, Chicago Yellow Cab (1) Sena ad 9, | 21 16. Raybestos Manhattan ........... are 19 tainless steel trai ted t 
on e subject filec y this com-~ |! 5714, OE GR Se eaic cs sacteeadenens 56% 53%) 41% OG, Wi MES 25 fc ca kvecaevasce 3 31/, || Stain aes stee ose ann” a gg oa 
pany. Libbey-Owens-Ford Glass|] 341, 27% Cleveland Gr. Br.......----++++. 34% 31%] 17 9 Republic Steel Corp. ..........- 16% 15 earnings of $278,983, which, after 
reported that it held 27,300 shares|]| 2414 9 Cee ee cc cacapannces 2342 23 53/4 31 Sparks-Withington ............. 37% 4 preferred dividend requirements 
of its own stock, as against 26,000 487g 391, Commercial Credit .........+++- 48 48 141 ey MS os oeckaneues 1314 14, for the first six months, are equal 
at the time of the previous report || 8% 561% Commercial Inv. T, (2)........ 654% 674% | 12% 6% Stewart-Warner ........-- os 1% 2B to seven cents a share on the 
and Ray bestos-Manhattan re- 1% % Continental ROME Scecestcanee % - 3 Big Geadlebalete on ccc cccccnccccceses 2% 2 994,912 shares of outstanding com- 
ported holdings of 37,412 shares,|| ,}, a a reas teatence re? 2a *% 4, = Borer Gee hsenanconsseeess es, an mon stock. This compares with 
: a : a a A s 4 Curtiss-Wrig see eeeeeeecoes 7/2 a1 17% s hompson Products ..........+: 5 
comparing with 35,712 previously. 108 86% du Pont de Nemours........... 107 10512 | 50 28% Timken Roller Bear. ........... 49\, 44% —— - oo for the first six 
Ss are % : 23% SOR = Tatem Bile, ccccsecsvcesccncs . 22% 2242 | 65%, 44 Union Car. & Carb. (1)........ 62% Al, . 
‘ “— oe @ Calls 29 19% Electric Auto-Lite ..........++. 24%  24%| 46% 35% U. S. Industrial Alcohol........ 41 45 First half net profit of Budd 
Square D Co. has issued a call|| 49, 39 Electric Storage Battery ........ ---.  45¥2] 171% he OE Oe oi cs ccnaev ens 13% 12% || Wheel Co. was $516,560, equal to 
for Aug. 15 at 101, plus interest,|| 231, 15 Evans Products ......-++-+.++++ 16/4 19/2 | 62 32% Westinghouse E. & M.......... 61% 60% || 50 cents a share on the common 
of $399,000 series “A” and “B” 6 7% BA, Poteeel Bieta ccscoscccescccces 63, 67s 4\, 2% Yellow Truck ......ccceseceees 34 3% stock after allowing for preferred 
per cent debentures, due Feb. 15, 18's 134% Firestone T. & R.........6-005: 15 14% | 323% 18 Young Spring & Wire.......... 31 31% dividend requirements. This com- 
o sy i 2 ~ : 
1937. They are part of $774,000 | 4 aut oom = o ceeaewareenes aane ane ws CHICAGO ; pares with a net profit of $148,609 
outstanding, the remaining $375,-|| <°/ -. es cane sees rena pe Rees 2 S| 2% 1% Asbestos Mfg. ........+--++++ 2% 1% || in the first six months of 1934 
.—. : . 38)/g 26% General Motors .........+++-:+: 37 36), ' 17 ao tee s 3 ’ 
000 of which are being exchanged || 3, SG, MIE Siivivedeccaks neces 0% | (| ee Retite Blea ...»-- > 0000+ 38 34 || which was equal to 12 cents a 
for new 5 per cent debentures|| 11% ee, MR TM, sc ccccasvanesss 8Y/, 77 , ods . a RESHSRSRAe RROD a = share on the common stock. 
under terms of the refunding plan|| 26% 15% Goodyear T. & R..........+++. 19% 18% — nae canes ae aaa ‘on, 16%, —___—___—_—- 
: ae V \, Grat ad ee ae 13 17, 8 oudaille-Hershey B ......-+++5 /% 8 
announced recently. ae ae 34 3 | 25 16, Modine Mfg. ........+-+++0+- 245% 24 Muskegon Dividend 
Dividend news of the week was|| |,’ @/, Houdaille-Hershey B ........... 16% 167% | 39% 31 Perfect Circle ........+-0+.000% 36, 34 Muskegon, Mich., July 26.—A divi- 
ee bd - declaration by 405, 307%, Houdaille-Hershey A ........... 41 393,| 214 Y~e Pines Winterfront .............- 2 2% dend of 25 cents on ome, $2 cont m4 
rysler Corp. of an extra of 25/] 193, Mek, WieBia WE on ivencvsees A 8), DETROIT no par convertible preferred stoc 
cents a share in addition to the} 3% y, Cie MMR: ccc snaenead'ennes 2 1% | 271, 16 Bower Roller Bearing .......... 26 25% of Muskegon Motee Syeteliet, See 
regular dividend of the same 514 341%, International Harvester ......... 51 49941 6 i Ge Ba Gs iie ss aciaccannis 4% 4% — Aa waneee me = 
amount, both payable Sept. 30, to/|] 61 38. Johns-Manville ..........2s000: 61% 585/, | 69 55 Parker Rust Proof .............. 66 aeke can 50 a ie ‘4 & this loan 
stockholders of record on Sept. 3. 2% ¥%q Kelly-Spring. Tire .........+++- 1%, 1%,| 8% 4%, Timken-Detroit ..............+- 8 7%, 1| There are accrued dividends on the 
Electric Storage Battery Co. de-|| 12% 8/2 Lee Rubber & Tire ............ 11% 9%) 1% Y, Warner Aircraft Corp. ......... 11/16 ¥% || stock. Company is a division of 
clared the regular quarterly di- Houdaille-Hershey Corp. 








New York, July 26. —Motor 1 ve- 
hicle operators in the United 
States paid taxes of $45.41 per 
vehicle on a national average 
last year, a study of automotive 
taxation by states just completed 
by the American Petroleum In- 
dustries committee reveals. 

The highest automotive taxes 
are paid in Florida, where each 
vehicle registered in the state 
paid an average of $73.39. Motor- 
ists in the District of Columbia, 
where automotive taxes are 
cheapest of anywhere in the 
United States, paid slightly less 
than $27 each. 

In announcing results of its 
study, the committee pointed out 
that property taxes paid on motor 
vehicles were not included. The 
data used in making the compu- 
tations were the official figures 
recently released by the U. S. 
Bureau of Public Roads, which 
gave the number of vehicles reg- 
istered during 1934 as 24,933,403, 
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Average 1934 Auto Tax $45. Al, Survey Reveals 


$73.39 Per Car in Florida 
Is Highest Levy i in Country 


the ‘state gasoline tax collections 
as $565,027,000, the Federal gaso- 
line and oil taxes collected as 
$194,947,000, license fees as $304,- 
928,000, and Federal automotive 
excise taxes, exclusive of those on 
gasoline and oil, as $67,384,802. 

The heaviest levies on motor- 
ists were found to be in the form 
of gasoline taxes, which amounted 
to $30.48 per vehicle. Of this sum 
$22.66 was paid in state gasoline 
taxes and $7.82 in Federal gaso- 
line and oil taxes. 

License fees, including registra- 
tions, drivers’ licenses, etc., to- 
taled $12.23 per car, while $2.70 
was paid to the Federal govern- 
ment in automotive excise taxes, 
exclusive of those on gasoline and 
oil. These excise taxes are paid 
principally on new automobiles 
and trucks, but for simplicity the 
total amount collected was di- 
vided among all cars, old and new, 
the committee pointed out. 


PER VEHICLE TAXES — CALENDAR YEAR 1934 
(Property Taxes on Automobiles Not Included) 


State Gas 
Taxes 


Alabama 
Arizona 
Arkansas 
California 
Colorado 
Connecticut y 
Pere 21.85 
District of Columbia 12.65 
Florida 49.22 
Georgia 38.11 
Idaho 26.38 
Tllinois 
Indiana 

Towa 

Kansas 
Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
Nevada 

New Hampshire..... 2 
New Jersey 

New Mexico 


16.88 
16.11 
27.75 
36.57 
25.06 
23.46 
21.65 
18.26 


15.55 


39.38 
12.94 


North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 14.45 
South Carolina 38.06 
South Dakota....... 22.15 
Tennessee 41.97 
24.11 
24.67 
24.92 
33.37 
28.32 
29.28 
21.71 
27.15 


$22.66 


and 


19.87 


Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 


National 


*Exclusive of gasoline 


oil taxes, 


Business Boom Predicted 


In Far Northwest States 


Minneapolis, Minn., July 26. 
Conviction that the remainder of 
1935 will develop the greatest to- 
tal volume of business the north- 
west has had in eight years or 
more was expressed today by 
F. S. Reinhardt, manager of the 
Ford Motor Co.’s Minneapolis- 
St. Paul branch. 

“My constant travel throughout 
the territory and my contact with 
agricultural, industrial and busi- 
ness leaders indicate plainly that 
business of all kinds should reach 
a new peak in the northwest this 
year,” he said. 

“In every section of this mar- 
ket, and our branch does business 
in Minnesota, South Dakota, Iowa 
and Wisconsin, our dealers report 
enthusiastically on bumper crop 
prospects. Since the population 


Fed. Gas and 
Oil Taxes 
$8.08 


8.91 
8.30 
7.80 
7.39 
8.38 
8.97 
7.46 
8.29 
7.46 
toa 
8.28 
6.81 
Tan 
8.42 
6.52 
8.60 
7.67 
7.29 
8.79 
8.00 
7.27 
8.81 
7.76 
7.81 
6.45 
9.00 
7.10 
9.70 
8.21 
8.16 
7.48 
7.73 
6.96 
7.39 
7.10 
7.44 
8.96 
7.65 
7.56 
7.40 
7.82 
7.40 
7.32 
8.14 
7.25 
8.92 
6.97 
7.95 


$7.82 


| of Minnesota 


Total 
Taxes 
$66.10 
50.82 
61.72 
33.48 
41.61 
47.19 
49.79 
26.96 
73.39 
51.44 
50.51 
43.50 
40.41 
41.74 
33.43 
46.03 
66.19 
53.13 
44.04 
41.58 
42.81 
35.37 
62.06 
33.32 
47.47 
35.01 
47.14 


* Automotive 
Excise Taxes 
$2.70 
2.70 
2.70 
2.70 
2.70 
2.70 

16.27 2.70 
4.15 2.70 
13.18 2.70 
3.17 2.70 
14.32 2.70 
12.52 2.70 
9.05 2.70 
15.05 2.70 
6.20 2.70 
9.06 2.70 
18.32 2.70 
17.70 2.70 
10.59 2.70 
8.44 2.70 
13.85 2.70 
9.85 2.70 
11.17 2.70 
9.92 2.70 
8.41 2.70 
4.78 2.70 
7.70 2.70 
21.82 2.70 
18.06 2.70 
10.18 2.70 
18.39 2.70 
15.80 2.70 
8.26 2.70 33.17 
12.36 2.70 45.34 
6.81 2.70 39.56 
14.82 2.70 51.08 
18.35 2.70 48.36 
16.22 42.33 
13.93 62.34 
7.74 40.15 
9.90 61.97 
11.38 46.01 
9.48 44.25 
27.68 62.62 
12.96 57.17 
6.46 44.73 
10.21 ; 51.11 
14.17 45.55 
6.73 44.53 


License 
Fees 
$14.12 

7.86 
11.02 
5.05 
7.91 


92 21 


ae. 


50.16 
51.94 
48.61 
63.50 


$12.23 $45.41 


alone is divided 
practically equally between urban 
and rural districts, the agricultu- 


ral prospects here take on deep || 


significance. 


“But not alone are the agricul- | 


tural prospects an encouraging 


sign, for I have found that busi- | 


ness in general is well on the up- 
grade. Many lines, hitherto 
dormant, or at least greatly re- 
stricted in their activities, are 
now concentrating their sales and 
advertising in the northwest. 


McAlester Branch Manager | 
Pa., July 26.—Walter C. | 


Manheim, 
McAlester has been 
England branch manager for the 
United States Asbestos division 
Raybestos- Manhattan, it 
learned today. McAlester 
Thomas Cox and will assume his 
new duties Aug. 1. He will have 
charge of Grey Rock products, it 
was said. 
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Truck License War 


Continues in Virginia 
Richmond, Va., July 26 (UTPS). 
The truck license “war” be- 

tween Virginia and West Virginia 
has not been ended, although a 
most satisfactory conference was 
held earlier this week at Ocean 
City, Md., John Q. Rhodes jr., di- 
rector of the Virginia division of 
motor vehicles reported on his 
return to Richmond. He attended 
the conference. 


Rhodes said that West Virginia 
truck operators would continue to 
be required to buy Virginia for- 
hire licenses in order to operate 
in this state, since the West Vir- 
ginia statute requiring truck ope- 
rators of Virginia and other states 
to purchase West Virginia licen- 
ses still is in force. 

He declined to predict just what 
the outcome of the controversy 
would be. Meanwhile, only a 
small number of Virginia truck 
operators are affected, Rhodes 
said, since the main movement of 
Virginia motor vehicle traffic is 
north through Maryland. 

“It is mostly the operators just 
along the West Virginia border 
who are affected,” Rhodes said. 
“Most of the complaints have 
come from the vicinity of Blue- 
field.” 


$50.000 Fire Damages 


Malleable Industries Co. 


Benton Harbor, Mich., July 26. 

Fire causing damage of ap- 
proximately $50,000 swept through 
the gray iron division of the Ben- 
ton Harbor Malleable Industries 
here July 23. About 150 men 
were employed in this division. 

Fanned by a brisk breeze, the 


blaze got out of control, although | 
the fire departments of both Ben- 
ton Harbor and St. Joseph fought 
the flames. The heaviest loss, ac- 
cording to J. N. Klock, president, 
was in burned patterns and pat- 
tern machinery. 

Police and fire authorities are 
investigating the blaze, as it is 
thought that this fire, as well as 
several others here recently, was 
the work of a “fire-bug.” 


Sales Boom 


Minn., July 26.—Au- 
tomobile sales have reached boom 
year proportions in Hennepin and 
Ramsey counties thus far in 1935, 
according to a survey by the Citizens 
Tax Relief Assn. 

The number of automobiles sold 
in the two counties during the first 
six months of this year exceeded by 
60 per cent in the sales at the same 
time last year, the survey disclosed. 

If the present pace continues for 
the balance of 1935, automobile sales 
will reach or exceed the average for 
normal years before the depression, 
officials of the tax association pre- 
dicted. 


Minneapolis, 


Plymouth Sales Near 


Quarter-Million Mark 


Detroit, July 26—Plymouth re- 
tail deliveries for the year to date 
neared the quarter-million mark 
during the week ending July 20. 
The 8,736 new cars sold during 
the week brought the total for 
the 29 weeks this year to 241,419 
units. The weekly figure repre- 
sents a gain of 6.5 per cent over 
the corresponding week last year 
and the total figure represents an 
increase of 30.1 per cent above 
the same period a year ago. 


Dodge De dea 
Sa ii es Still 


Register Gains 


Detroit, July 26.—Retail de- 
liveries, made by Dodge dealers 
during the week ending July 20 
and reported to the office of A. 
vanDerZee, general sales man- 
ager of Dodge Division, Chrysler 
Motors, registered an increase of 
33.2 per cent over sales made in 
the corresponding week of 1934. 


The dealers’ passenger car sales 
for the latest report week were 
6,538 Dodge and Plymouth pas- 
senger cars as against 6,465 for 
the week ending July 13. De- 
liveries of Dodge commercial cars 
and trucks for the week were 
1,137, making the week’s com- 
bined passenger car and truck 
sales reported by Dodge dealers 
7,675, compared to 5,764 in the like 
week of 1934. 


Deliveries made by Dodge deal- 
ers between January 1 and July 
20 of the present year were 112,- 
078 Dodge passenger cars, 72,003 
Plymouths, and 30,864 Dodge com- 
mercial cars and trucks, making 
a year-to-date total of 214,945 ve- 
hicles--74,013 more than were 
sold in the same period of 1934. 


Used car deliveries reported by 
Dodge dealers for the week end- 
ing July 20 were 8,953—an in- 
crease of 557 over the used car 
sales record of the preceding 
week. The delivery figures given 
represent domestic new car sales 
and do not include sales made by 
dealers in foreign _markets, 
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minute on everything that is going on in the 
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Here are some of the dealers who have lined 


up recently in the march of Studebaker 


to fourth place in the automobile industry: 


Reo-Hickey, Inc. 
Philadelphia, Pa. 


Pantis-Tashik Motors, Inc. 


Ridgewood, N. J. 


Frank Rogers Co. 
Corinth, Miss. 


Epic Motor Sales & Service, Inc. 


Brooklyn, N. Y. 


Stapels Motors Corp. 
Brooklyn, N 


Perry Cross 
Wabash, Ind. 


R. E. Irvine 


Corsicana, Texas 


J. L. Pope Company 
Tulsa, Okla. 


Dudgale-Barstow Co. 
Providence, R. I. 


Chas. Nelson Co. 


Grand Coulee, Wash. 


Arnold Motor Co. 


Palestine, Texas 


Service Garage 
Ashtabula, Ohio 


Miles F. Hall 


Waco, Texas 


Kokomo Motor Co. 


Kokomo, Ind. 


Preston Motors 
San Pedro, Calif. 


Exclusive Jernitiry goes with Ltadebaher Franchise 


Bonesteele Bros, Inc. 
Salem, Ore. 


Emrick Motor Sales 
Camden, Ohio 


Devall Auto Sales 
Niles, Mich. 


Gordon Bush Sales 


Bloomington, Ind. 


Buchanan & Company 
Blackfoot, Idaho 


G. C. Culpepper 
Elizabeth City, N. C. 


Gastonia Motor Co. 
Gastonia, N. C. 


E. W. Bohling 
El Reno, Okla. 


Warren's Service Stations, Inc. 
Lynchburg, Va. 


Sumter Auto Co. 
Americus, Ga. 


Elys Garage 
Willoughby, Ohio 


Satterfield Sales & Service 


Fairmont, W. Va. 


W. H. Woodard 


Waxahachie, Texas 


South Suburban Motors, Inc. 
Chicago Heights, Ill 


FRIENDLIEST FACTORY 


BY 
¥ me 4 


Vice-President George D. Keller and Sales Manager Louis K. Manley send 
Luther Johnson off in Commander on record breaking trip over Pennsylvania 
railway ties from South Bend to Indianapolis. 


On E reason for the friendly preference of 
dealers for Studebaker is found in our pol- 
icy of granting exclusive territory. 


We believe in protecting a man in the 
business he develops. 

We believe in giving him enough terri- 
tory to support real representation. 

We don’t believe in multiple dealerships. 

If you agree with us and want to know 
more about the Studebaker franchise, write 
me confidentially. 


PRESIDENT 
THE STUDEBAKER CORPORATION 





